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We Are Now Developing California 


It has always been the policy of the l’eoria Life to multiply the oppor 
tunities of its Agency Force by developing old territory and entering new 
territory as rapidly as circumstances warrant. In line with this policy, the 
Peoria Life recently secured admission to California 

A further policy of the Company has been to make all promotions from 
the ranks of its own agents. In line with this policy, Lee R. James, formerly 
district manager for eastern lowa, has been made state manager for Cal 
ifornia. Mr. James has already begun the building of a live active agency, 
and has entered on the production of business in a fine large way. 

It has never been the policy of the Peoria Life to disturb agents in thei: 
company relations. It is not our policy now. We are not interested in mak 
ing contracts with agents of other life insurance companies. However, to 
agents handling other insurance lines, who contemplate a life insurance 
connection, or to men of your acquaintance outside the life insurance field 
who are looking for a real future, with every cooperation to assure success, 
we have something interesting to offer in California. Such men “may learn 
something to their advantage” by communicating with the Home Office, ot 


with Mr. James at his offices, 726-7 Consolidated Building, Los Angeles 
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Knights of The Needy! 


Ir THESE AFFLUENT TIMES when so much is being said and printed about million-dollar 





policies taken for the purpose of paying estate and inheritance taxes on great fortunes, it is 

well for us to lower our eyes once in a while and observe the blessings brought to those in hum- 
ble walks of life by those lowly full-time and part-time life insurance advocates who toil day in and 
day out among those prospects to whom the premium on even $1,000 of life insurance means some 
personal sacrifice. 


Do you think that the story of Mr. Million Bucks, who recently passed away, and who by carrying 
several millions of life insurance saved his estate from being “gypped” by Uncle Sam to the tune of 
two millions of dollars, impresses the advantages and the solemnity of life insurance upon the heart 
and mind of Mr. Average Citizen as profoundly and reverently as does this letter from a little girl 
whose father left her only $1,000 of life insurance? 





Morris & Plunkett, District Managers 


Illinois Life Insurance Co. Kewanee, Illinois, 
Viola, Illinois February 22, 1924 
Gentlemen: 


I received your letter telling me that you paid my guardian $1,000 on the life insurance 
policy carried by my father who died a short time ago. I am more grateful than I can tell 
you, as this money will not only be a great help to me but to my mother, as without it, I 
would be dependent upon her entirely. She works every day and we live with my grand- 
mother who is not at all well. 

For many months just past I have been crippled. I broke my ankle and tuberculosis set 
in the bone, so for a long time I had my foot in the cast and had to use crutches. The 
last six months I have been wearing a brace and going to school. Now the doctor says my 
foot is cured but I will have to be careful always, so I want a good education and the 
money will help my mother to send me through school. 

Yours very truly, 
P. S. Many thanks to you. (Signed) Miss Irene Bell Wallace. 











KNIGHTS OF THE NEEDY! Indeed they are, those splendid men who strive in season and out 
of season to insure those humble fathers and mothers, the payment to whose children of one thousand 
dollars of life insurance money means more to the heart and security of America than all the million- 
dollar life insurance payments that have or ever shall be made to the beneficiaries of millionaires. 


The Illinois Life operates in only seven states, Illinois, Indiana, Kansas, Michigan, Missouri, Okla- 
homa and Georgia. 


We are not seeking representatives from the organizations of other companies, and we do not ac- 
cept any brokerage business, therefore, this advertisement is published solely for the encouragement 
of those men who may sometimes feel that because they do not write large policies they are not of 
much value in the life insurance world. 


Illinois Life Insurance Company 
CHICAGO 


JAMES W. STEVENS, Founder 
GREATEST ILLINOIS COMPANY 
Illinois Life Building, 1212 Lake Shore Drive 





The Illinois Life is the Dean of the Illinois Legal Reserve Life Insurance Companies 
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BETTER DAYS ARE SEEN 
IN FARM DISTRICTS 


Views of Some of the Chicago 
Company Officials on the Sit- 
uation 


POLICIES NOW 


SMALLER 


More Optimistic Sentiment Is Found By 
Salesmen Although Times Are 
Not Yet Normal 


Life insurance production in farming 
communities is on the upgrade, in the 
opinion of several leading life insurance 
officials in Chicago. The consensus of 
cpinion seems to be that farm business 
will show a decided change for the bet- 
ter in the fall. 

R. W. Stevens, president of the IIli- 
observed that farm conditions 
were good. He said that the prospect 
of dollar corn was brightening the farm- 
ers’ outlook. Whatever damage the ex- 
tended period of rain has had on the 
it has not seriously crippled the 
farmer, as more and more he is falling 
back on his stock. 

The experience of the Illinois Life has 
been the same as practically all other 
companies in that just as many policies 
have been written this year, but that the 
average has been smaller. Mr. Stevens 
said that if the average policy could be 
increased $500 the Illinois Life would 
run ahead of last year. The lapse ratio 
on farm business this year has been 
tavorable. 


nois Life, 
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Believes in Life Insurance 


That there is no reluctance on the part 
of the farmers to buy life insurance is 
the belief of Mr. Stevens. He says that 
the farmers have been thoroughly edu- 
cated to the need of life insurance and 
would buy more if the banks would take 
their notes. 

The class of farmers who have been 
hardest hit in the recent depression are 
the renters and those who live in town 
and rent their farms. An average farm 
these days will support one family very 
comfortably, but cannot be forced to 
support two. Consequently both the 
owner and the renter are hard pressed. 
The owner-operator farmer is in good 


shape, said Mr. Stevens. 
Mr. Stevens did not seem nearly as 
apprehensive about the farm business 


as the city business. In the city 
ployment is as bad as in 1913. 


unem- 


John A. Sullivan's Views 


John A. Sullivan, vice-president of the 
Great Northern Life, in analyzing the 
farm conditions finds that the farm busi- 
ness in the future will be better than it 
ever has been. In the first place, the 
farmer is being educated more and more 
to the fact that any slump or curtail- 
ment of his estate can only be made 
up through the medium of life insurance. 
Secondly, the life insurance salesman is 
learning how to present life insurance to 
the farmer. He no longer approaches 
the farmer with a $1,000 or $2,000 plan, 





BIG CROWD EXPECTED 


BOOST LOS ANGELES MEETING 


Californians Predict Attendance of 3,000 
—Program Well Worth While 
Expense of Making Trip 


NEW YORK, July 1- 
fornia comes the prediction 
less than 3,000 members of the 
Association of Life Underwriters will 
be in attendance at the 35th annual 
convention of the organization in Los 
Angeles, July 22-25. While this esti- 
mate is not shared in by conservative 
easterners, they yet concede that the 
enthusiasm and appreciated energy of 
their associates upon the west coast 
may accomplish the predicted result, 
and certainly hope such will prove to 
be the case, for the program of the 
gathering has been prepared singly with 
a view to its being well worth while, 
and the life man who attends the 
sions at Los Angeles, be he general 
agent, company officer or solicitor, is 
sure to gain such inspiration and added 
knowledge of his business as to more 
than justify the expense of the trip, 
whatever the cost might be. 


From Cali- 
that not 
National 


ses 


Company Conventions Planned 


Preceding the convention gatherings, 
the Mutual Life of New York, Con- 
necticut Mutual Life and the Pacific 
Mutual, will have meetings of their 
agents in or near Angeles, thus 
forming a fine nucleus for the National 
Association conferences. 

It is anticipated that when the dele 
gates from the east and from mid-west- 


Los 


ern points leave Chicago for the Pacific 
coast, the Santa Fe train will have at 
least 10 Pullman cars, and probably 
more. While the delegates will travel 
to Los Angeles together, they will re- 
turn independently. A number of them 
plan to go on to Seattle for the ses- 
sions of the National Convention ot 
Insurance Commissioners, while others 


will spend some time viewing the won- 
ders of Yellowstone Park and other 
points of scenic attraction in the west. 

— — = — 
tackles him for a 
The farmer has educated the agent to 
this course, because when the former 
considers the comparison of a $1,000 pol- 
icy to the productive power of his farm 
or to some animal which he may have 
on the place, a policy of such size seems 
insignificant. If the agent will appre- 
ciate making the right kind of a com- 
parison and solicit the farmer for a 
$25,000 policy, the amount of the busi- 
ness will be augmented. 


Banker Is Friendly 


but larger amount. 


Lastly, said Mr. Sullivan, the banker 
is coming to be the best friend of the 
insurance man. Roth in carrying the 


farmer strongly and suggesting the pur- 
chase of life insurance, the banker is an 
asset to the life insurance business. In 
many instances the banker will suggest 
to the farmer that he arrange to clean up 
his indebtedness and turn over a cash 
fund to his widow rather than force 
the bank to exact money from the wid- 
ow to clear his estate. 

Mr. Sullivan said that the limited pay- 
ment endowment policy was proving the 
most popular in farm districts. The 





OHIO PLAN SUCCESSFUL 


GOOD MOVE BY MEDICAL MEN 
Directors’ Association Promotes Coop- 
eration With Examiners and Men 
in the Field 


COLUMBUS, O., July 1.—Much in 
terest has been aroused among life insur- 


ance men in Ohio and elsewhere over 
the efforts being made by the medical 
directors of the Ohio ‘insurance compa- 
nies to bring about better working con 
ditions and greater cooperation among 
the medical directors, medical examin- 
ers and sales forces. Dr. C. E. Schill 
ing, medical director of the Ohio State 
Life, discussed the situation at the re 
cent session of the Medical Section of 
the American Life Convention at At 
lantic City. Speaking this week of the 
results obtained here, Dr. Schilling said 
Closer Contact Sought 

‘The Medical Directors Association 
of Ohio was organized by and has in 
its membership the Midland Mutual, 
Columbus Mutual, Cleveland. Life, Ohio 
National, Gem City Life and Ohio State 
Life Several other companies will 
likely become active in the organization 


during the coming season. The purpose 
of this organization was to get personal, 


close contact between the medical direc 
tors of the various companies, between 
the medical directors and the Ohio ex 
aminers, between the medical directors 
and the Ohio sales force, between the 
medical examiners and the Ohio sales 
torce 

‘About eight district meetings are 
held each year, the examiners and sales- 
men for all these companies being in- 
vited to a central point, at which time 
the problems involved that interest the 
men in the above mentioned fields are 
very thoroughly discussed. The social 
side is more than a minor factor in 
these meetings. 

Getting Improved Service 

‘As a result of these meetings it is 
felt by those concerned that a very much 
better mutual understanding is estab- 
lished and that the duties trom one to 
the other is more thoroughly understood 


result is service to each other, 
the public at large and life insurance in 
general is very much approved. 

“As a class the medical examiners in 
Ohio compare very favorably with the 
medical examiners in any other state, so 
that we consider the class of examiners 
better than the average. We are get- 
ting improved service in Ohio, upon 
which we place our reliance.” 


and as a 





is eager to purchase a policy on 
himself may realize. Mr. Sul- 


farmer 
which he 


livan said that the lapse ratio on farm 
business was very favorable. In the 
dairying communities in Wisconsin, the 


lapses are inconsequential. 
High Pressure Methods Ineffeetive 


Mr. Sullivan 
sales methods 
with the 
salesman 
slicker, whom 
to avoid. Mr. 

(CONTINUED 


said that high pressure 
are no longer effective 
farmer. The high pressure 
smacks too much of the 
the farmer has learned 
Sullivan preaches the 
ON PAGE 13) 





ANNUITIES GROWING IN 
POPULARITY IN U. S. 


As Yet Little Sold Here, Particu- 
larly in Western 
States 


REDUCE RATES 


SEVERAL 


Says American Companies Are at Dis- 
in Competition With 
Canadians, Due to Investment 


advantage, 


YORK, 
number of 





NEW 
that a 
recently 


Che 


companies 


July 1. 
American 


tact 
have reduced their rates on an- 
nuities brings up the question of whether 
growing interest in 
life insurance 
little annuity 
the states. 
The entire volume of it is not very great 
little interest to most of the 
companies However, the Equitable, 
the New York Life, Mutual Life, Phoe- 
nix Mutual and some others have re- 
duced their rates on this line and some 


there is a 
this phase of the 
field. Very 
written in 


or not 
com- 
panies’ busi- 
ness 1s western 


and is of 


of them are making a strong bid for 
annuity business 
Differ on Rates 
Annuities are sold on a price basis 


a great deal more than life insurance is. 
There is some difference in opinion as to 
whether the rates should be lowered or 
increased. One actuary of wide expe- 
rience said he is confident that Ameri- 
can companies cutting the rates on an- 
nuities are making a big mistake. He 
said that one of the largest companies 
in the country located in the middle 
west recently made a thorough investi- 
gation of its experiences on annuities for 
a period of 40 years. All the experience 
on annuities was segregated into a sep- 
arate account and credited with the in- 
terest rate of the entire company. He 
said that the result was a distinct loss. 
In discontinuing the writing of annui- 
ties this company believed that it was 
favoring the agency force by discontin- 
uing annuities. It thought a great deal 
of time might be frittered away in 
closing up an annuity proposition and 
then one of the two companies that 
were at that time getting practically all 
the annuity business would come in and 
close the deal by offering a bigger in- 
come for the same principal amount 
Inasmuch as this company has shown a 
loss over 40 years on this class of busi- 
ness it was felt that it was wise m 
getting out of the field 
Canadians Have Advantage 


A great deal of annuity business in 
the United States is written by the Sun 
Life of Canada. This company has 
written Boe more than any com- 
pany except perhaps the Metropolitan 
Life. Just what the experience of the 
company has been was not known by 
those with whom the subject was dis- 
cussed in New York. It was stated 
however that a Canadian company has 
distinct advantage over an American 
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company in writing annuities because 
of the fact that it is not limited in its 
investments. It can invest its money 
anywhere that it pleases. If it wants to 
buy Argentine government bonds pay- 
ing 8 percent it can do so. Its invest- 
ment account is unregulated and it is 
therefore much easier to make a profit- 
able showing on annuities. 

The Sun Life has also written a great 
deal of annuity business in England, 
where annuities are much more popular 
than in America. It is the custom over 
there to leave annuities in the will. Men 
of wealth leave annuities to women rel- 
atives, as well as to servants and friends. 
It is thought by some that with the 
growth of established wealth in Amer- 
ica the popularity of the annuity will 
increase. This has not been as marked 
as might be expected and it is perhaps 
the services offered by trust companies 
that have prevented the growth of annu- 
ities. 

Single Premium Plan Grows 

Perhaps there is a great deal of busi- 
ness which should be classed with an- 
nuity business which is not usually so 
listed in life insurance company state- 
ments. This is the short term single 
premium endowment insurance and the 
deferred annuity which is becoming 
more popular all the time. As an ex- 
ample of the single premium endowment 
policy is the contract sold to Jack 
Dempsey, the champion pugilist. Demp- 
sey paid a premium of several thousand 
dollars for a $25,000 single payment en- 
dowment policy. In this case perhaps 
the sum is payable in cash but undoubt- 
edly the annuity option can be exercised 
in the policy. The deferred annuity, 
which is merely the purchase of an an- 
nuity on the installment plan, is being 
pushed by some of the companies. It 
provides an income for old age for 
those who are not in a position to obtain 
insurance, One company is writing this 
with the amount of the premiums paid 
in guaranteed, to the annuitant’s estate. 
Long term endowments, such as endow- 
ment to age 65 contain annuity features. 
One company features a policy which 
provides an income for disability and 
income to dependents in case of death 
and to the insured during old age. 

Perhaps after policies of this kind 
begin to mature and the receipt of an- 
nuities from insurance companies under 
life insurance policies becomes more 
common, the profit thereby gained will 
make for the growth of the regular cash 
annuity plan. Of course, while interest 
rates are high in the United States the 
sale of annuities will not be so popular 
and yet on the other hand it is this very 
high interest rate which has enabled the 
life insurance companies to make their 
annuities attractive. 


METROPOLITAN MEN IN RALLY 





Three-Day Conference Held at Lake 
Okoboji by F. L. Moran for 
Southwestern Men 





A three-day summer conference for 
southwest managers, assistant managers 
and agents of the Metropolitan Life was 
held at Lake Okoboji, Ia., last week. 
A special train from St. Louis brought 
60 representatives with their wives. The 
conference was called by F. L. Moran, 
superintendent of agencies in charge of 
southwestern territory, who entertained 
the entire group at his summer home 
on Lake Okoboji. A total of 275 men 
from Iowa, Nebraska, Oklahoma, Kan- 
sas, Missouri, Tennessee and Arkansas 
attended the conference. Speakers from 
Oklahoma City, St. Louis, Kansas City, 
Nashville, Chattanooga and Jonesboro, 
Ark., were on the program. Mr. Moran 
was assisted by Supervisors Robert 
Browning and Maurice Cunningham, 
both from New York. Mr. Moran gave 
a general discussion of territorial busi- 
ness during the first six months of the 
year as compared with the same period 
last year. 

C. A. Shafer of St. Louis, manager 
and group captain, was general man- 
ager of the conference. 











| VIEWS ARE GIVEN ON MAKING 
I MEDICAL EXAMINERS MORE EFFICIENT | 
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R. HENRY WIREMAN COOK, 
D vice-president and medical director 

of the Northwestern National Life, 
at the recent meeting of the medical sec- 
tion of the American Life Convention, 
advocated greater efficiency among 
medical examiners. In the discussion of 
the paper, there were many suggestions 
as tc the ways to increase efficiency in 
examiners and to make them more val- 
uable to the company. 


Comment by Dr, Jaquith 


Dr. W. A. Jaquith, medical director 
National Life, U. S. A., in commenting 
on Dr. Cook’s diagnosis of the examiner 
problem, said that closer cooperation 
between the home office and the medical 
examiners was highly desirable. It 
would not be feasible, said Dr. Jaquith, 
to call a meeting of the examiners of 
the field at the home office. He advo- 
cated bringing the examiners in from 
the larger cities to work with the medi- 
cal directors at the home office one by 
one. By this method the examiners may 
get an intimate insight into the com- 
pany’s point of view. 

Dr. Jaquith said that it has been his 
experience to have been called on by 
many of his examiners when they were 
in Chicago. They ask questions and 
show a sincere interest in the insurance 
end of their business. 





Two Examiners in a District 


Dr. Jaquith said that it has been the 
policy of the National Life to appoint 
as few examiners in a territory as pos- 
sible. One man if permitted to make 
most of the examinations will render 
better service, because he is receiving 
greater remuneration and becomes more 
expert. This company appoints two ex- 
aminers in a district, one being the 
“chief” and the other the alternate. 

Dr. Jaquith said that it was to the 
interest of the agent to have his exam- 
inations made by an examiner who en- 
joys the confidence of, the company. In 
a border-line case the medical director 
is more apt to favor the applicant if he 
has been examined by the chief. Dr. 
Jaquith agreed with Dr. Cook that the 
increase in specialization made it diffi- 
cult to employ good examiners in the 
large cities. 

Dr. F. L. B. Jenney, medical director 
of the Federal Life, emphasized the fact 
that the agency force was the soul of 
the business and that the medical de- 
partment can not be arbitrary in all 
cases. There must be the spirit of give 


as well as take on the part of the direc- , 


tors in order to promote the business. 

Dr. Jenney told something of the diffi- 
culties besetting the medical director. 
He is constantly besieged by agents 
requesting permission to have an ap- 
plicant examined by other doctors than 
those approved by the company. 
numerable reasons are brought 
Perhaps the applicant is a Mason and 
does not want to be examined by a 
Catholic doctor. In many instances 
these reasons are ridiculous but often 








Travelers Leading Branches 


The Travelers announces its leading 
branch offices for the first five months: 
55 John street, New York, leads in new 
paid-for life business. Chicago was sec- 
ond; Brooklyn, third; San Francisco, 
fourth; Cleveland, fifth; Los Angeles, 
sixth: Baltimore, seventh; Philadelphia, 
eighth. 55 John street also leads in new 
accident and health premiums. Chicago 
was second; San Francisco, third; Los 
Angeles, fourth; Boston, fifth: Seattle, 
sixth; Cleveland, seventh; Philadelphia, 
eighth. Chicago leads all the branch 
offices in net increase in accident and 
health premiums; San Francisco was 
second: 55 John street, New York, 
third; Seattle, fourth; Omaha, fifth; To- 
ledo, sixth; Montreal, seventh, and 
Philadelphia, eighth. 


_ In- | 
forth. | 


the medical director must accede to the 
wishes of the agent, particularly if the 
agent is writing a good business. There 
is one combination which Dr. Jenney 
does not countenance, however. An ex- 
ample of this would be in a large city 
where a Bohemian is sold by a Bohe- 
mian agent and examined by a Bohe- 
mian doctor. Dr. Jenney calls this a 
“vicious circle.” 

Dr. Jenney has not found that special- 
ization has affected the examiner mar- 
ket. He said that it is always possible 
to get hold of some young interne who 
is eager to examine for the company. 

Keeping Tab on the Doctors 


The greatest problem, said Dr. Jen- 
ney, is that of keeping tab on the doc- 
tors practicing throughout the country 
and their respective merits. In several 
states, notably Iowa, the Medical Direc- 
tors Association has compiled a list of 
doctors and graded them for each town 
in the state. These lists are valuable 
but require constant revision. These 
medical associations in different states 
help more than anything else, said Dr. 
Jenney, to remedy the situation. In 
Ohio, the state medical directors’ asso- 
ciation invites the examiners of the 
various districts to dinner, at which 
talks are given and points of view ex- 
changed. These dinners help the ex- 
aminers to get the insurance point of 
view. 

May Enlarge Inspection System 


In time, Dr. Jenney believes that all 
the companies will follow the example 
of one or two which now have systematic 
inspections of examiners throughout the 
country. One inspector will probably be 
employed by the association of com- 
panies to make the rounds, investigate 
the doctors in each town and grade 
them. 

Then according to the result of this 
inspector’s investigation, there will be 
one doctor in each town who will be No. 
1, and will be appointed examiner for 
several companies. He will gain a 
thorough knowledge of the examining 
business and will give more efficient 
service. The companies operating in the 
various states will share the expense otf 
the inspector on a pro-rata basis. 

Dr. W. W. Quinlan, medical referee 
of the Mutual Life in Chicago, says that 
his experience has been that the exam- 
iners as a rule are above reproach. In 
Illinois particularly the situation is un- 
usually good. The doctors are eager for 
appointments and their work is accurate 
| and efficient. 

According to Dr. Quinlan, the system 
| cf having a chief examiner in each dis- 
| trict works to the disadvantage of the 
agent. Competition is so keen that in 
hurry-up cases the delay in finding the 
| chief often results in the loss of the 
policy. ‘ ; 
| The plan of assembling the medical 
| 





examiners for conferences, said Dr. 
Quinlan, would be ideal but, practically, 
is not possible because of the expense. 


Can’t Pay in Foreign Money 


A proposed amendment to the insur- 
ance act of 1917 presented in the house 
of commons in Canada would settle the 
question as to the type of currency in 
which life insurance policies of foreign 
companies are to be paid. These poli- 
cies are by their terms payable at the 
head offices in countries whose cur- 
rency may be at a premium or discount, 
and because of this, misunderstanding 
has arisen in the past as to the amount 
payable in Canada. The new amend- 
ment provides that, except when the 
assured otherwise specifies in his appli- 
cation, all money payable under the 
policy shall be pavable in Canada in 
lawful money of Canada. Under this 
amendment no advantage could be taken 





of the differences in rates of exchange. 





NEW TAX PLAN A BLOW 
INSURANCE TRUSTS HARD HIT 


Rate Applying Under Revised Revenue 
Bill Is Prohibitive to Men of 
Means 


The life insurance trust, which at one 
time had promised to become one of 
the greatest branches of the life insur- 
ance business, has been given a serious 
setback by the recent changes in the in- 
come and federal estate taxes and, at 
least for the immediate future, there is 
little prospect for any appreciable 
amount of this business being written. 
Some who have devoted much of their 
time to the development of life insurance 
trust business claim that there are only 
two avenues open for them, the shifting 
of all investments in the trust fund to 
non-taxable securities or litigation which 
would necessarily drag out over two or 
three years. The change applies to new 
and old trust funds alike and thus the 
writing of new business will not only 
be checked, but much of the old busi- 
ness may go off the books, in that the 
trusts will be dissolved. 


Believe New Law Unconstitutional 


Several trust company officials and 
life underwriters who have studied this 
phase of the business claim that the por- 
tion of the new revenue bill which ap- 
plies to the income tax on life insurance 
trusts is discriminatory and unconstitu- 
tional. They claim that it is legisla- 
tion that could not stand in court, as 
the life insurance trust is selected and 
discriminated against in favor of the 
other forms of trust. Additional hope to 
any possible litigation has arisen from 
the recent decision in the Frick case, 
which held that life insurance is exempt 
from the federal and state tax. While 
this case would not directly apply, it 
would at least be valuable precedent and 
the reasoning used in that case might 
have some weight in the prosecution of 
a case under the income tax section of 
the revenue bill. However, litigation 
would not help the situation for the 
present, as the case would require two 
or three years to go through the courts 
and in the meantime the life insurance 
trust can be written only with difficulty. 


New Tax Prohibitive 


The change in tax rates as applying 
to the life insurance trust makes this 
form of trust prohibitive in many cases 
and in some cases the expense of carry- 
ing the trust might be greater than the 
income. Between the gift tax and the 
federal estate tax, there would be the 
transfer tax to be considered. In addi- 
tion there would be the annual income 
tax of the income from the trust, which 
in the cases of large estate, might be 
greater than the interest rate earned 
from the invested funds. The new law 
requires that the income from the trust 
funds be taxed at the same rate as the 
gross income of the grantor of the trust. 
While the trust income was taxed as in- 
come from an estate of itself, there was 
sufficient margin between the money 
earned on invested funds and the tax 
rate applying to enable the trustee to 
purchase the life insurance portion of 
the estate. However, with the increased 
tax rate of the total estate of the grantor 
applving, the margin is removed and the 
life insurance premium cannot be car- 
ried by the trust fund. 

The result is that many of the old 
life insurance trusts are now dissolving 
and the life underwriters cannot write 
new business except to a very limited 
extent. There does not seem to be 
any way to write the business for men 
of means and at the same time accomp- 
lish the end desired. 


Massachusetts Mutual Meeting 
The annual meeting of the Massachu- 


setts Mutual Agents Association will 
be held at Swampscott, Mass., Sept. 
9-11. 
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NUMEROUS CLAIMS 
FROM DISABILITY END 


Difficult for Life Companies to 
Reinsure This Part and 
No Other 


WANT DOUBLE INDEMNITY 





Offices Are Being Imposed on With the 
Hope of Forcing a Compromise 
on a Claim 





It is difficult for life companies to 
get reinsurance on the total and perma- 
nent disability part their 
alone. In the reinsurance contracts they 
have with life companies the disability 
liability is assumed with the life end of 
the risk taken There 
cases however, 
sires to get rid of part of the disability 
liability which is assumed, by reinsur- 
ance. The companies taking reinsur- 
ance shy at the disability liability be- 


of policies 


over. are some 


where a company de- 


cause of its uncertainty. This is 
particularly true because of sickness. 
The medical examination soon wears 


away so far as sickness symptoms are 
concerned, 

Companies writing health insurance 
are meeting with an unfortunate expe- 
rience. The permanent and total disa- 
bility clauses have been liberalized until 
today a company cannot escape numer- 
ous claims. One of the features grow- 
ing out of the disability clause is the 
fact that numerous policyholders feel 
that they have a claim on their life 
companies in case of any sort of acci- 
dent or illness. They do not understand 
the nature of the disability clause or if 
they do they try to see what they can 
get out of the companies. They think 
that the effort is worth while. So far 
companies seemingly have not done 
much to ascertain how much the total 
monthly income of an applicant would 
be on the total disability clause in all 
his companies. 

Double Indemnity Feature 


When it comes to reinsuring the dou- 
ble indemnity features there is no trou- 
ble to get a good reinsurance contract. 
The Southern Surety perhaps has a big- 
ger premium income from this source 
than other companies. The Federal Life 
of Chicago, Lincoln Casualty of Spring- 
field, Ill., Midland Casualty of Milwau- 
kee, Employers Indemnity of Kansas 
City and the Zurich are some of the 
companies that make direct bids for it. 

Life companies find that their mortal- 
ity from accidents is becoming a real 
factor. The automobile undoubtedly 
has greatly increased the accident mor- 
tality. The reinsuring companies usu- 
ally demand that the original company 
retain at least $1,000 of the double in- 
demnity. Unless this is done the re- 
insuring companies find that in case of 
a disputed claim or doubtful one the 
original company will not take the in- 
terest in the adjustment that it would 
if it were involved itself. The reinsuring 
companies feel that even more than 
$1,000 should be retained but owing to 
competition, contracts are forced through 
with the $1,000 retention. 

It is found that a number of natural 
death cases are being brought up to 
the companies as accidental deaths, be- 
cause of the double indemnity clause. 
The beneficiary or estate tries to see 
what can be done and if there is some 
pretty strong circumstantial evidence a 
compromise can be expected. In re- 
insurance of double indemnity the re- 
insuring company usually has a clause 
in the contract whereby it is able to 
participate in the adjustment and it ex- 
acts the aid of the original company. 


LIFE 





INSURANCE 


EDITION 


| REVISED PROGRAM OF THE LIFE 
UNDERWRITERS IS SENT OUT 





ORE details of the program for 

M the annual convention of the Na- 

tional Association of Life Under- 

writers at Los Angeles, July 22-25, are 

now furnished. The program com- 
pleted up to date is as follows: 
Monday, July 21, 1924 

Annual meeting executive 

and leaders 


as 


committee 
. > . 


Tuesday Morning Session 
Will G. Farrell, Chairman 
9:30 a. m.—Singing. 
Sol J. Vogel of San Francisco, former 
president of the $200,000 club of the New 


York Life, will be the song leader for 
the whole convention. 
9:40—Invocation. Rev. J, Whitcomb 


Broughker, pastor of the Temple Baptist 
Church of Los Angeles 
9:45—Convention. Opening 
dent Graham C. Wells. (if President 
Wells shall not be present, opening to 
be made by Chairman Edward A. Woods.) 
10:15—Inspirational Talk 


by Presi- 


“The Human Values in Business Com- 
pared to the Property Value,” by Dr. 8 
S. Huebner, dean Department of Com- 


merce and Finance, Wharton School Uni- 

versity of Pennsylvania, Philadelphia, 

Pennsylvania. 
10:45—"Factors Great- 


in America’s 


ness,” by representative of Chamber of 
Commerce of the United States of 
America. 

11:00—Singing 

11:05—“Brains Indemnity and Banks,” 
by Herbert D. Ivy, vice-president Citi- 
zens National Bank of Los Angeles 

Business Insurance 

(1) “Business Ballast Absent.” 


business 
where the 


insurance 


business 


Specific Cases where 
was not carried and 
suffered. . 

11:30—Discussion opened by Frank 
Fitts of Tuscaloosa, Alabama. Argument 
led by Sol J, Vogel of San Francisco, who 
will initiate and provoke debate. 

11:45—Singing 

11:50—(2) “Business Ballast—Present.” 
Specific were business insurance 
has served. 

12:15 p. m.—Discussion opened by F. W 
Heron of San Francisco Argument led 


cases 





by J. S. Fabling of Denver, Col., who will 
initiate and stimulate debat« 
12:35—Subject closed by Mrs. Phoebe 


M. MeCollough of Los Angeles 
12:50—Announcement about reception 
and entertainment. Appointment of 
nominating committee and announcement 
of meeting time and place 
1:;00—Adjourn. 
Tuesday Evening 
Entertainment to visiting delegates (in 


charge of Los Angeles Life Undwriters 
Association). 

11:00 p. m.—Meeting nominating com- 
mittee 


Wednesday Morning Session 
Ben F. Shapro, Chairman 
a. m.—Singing, led by Sol J. Vogel 
m.—Invocation, Rabbi E. F 
Congregation B’ Nai B'rith 
9:40 a. m.—Remarks by representative 
of the Association of Life Insurance 
Presidents. 
10:00 a. m 


9:35 a 


Magnin, 


—Life income insurance 
(1) Recent specific where 
tates have been dissipated, and where 
life income insurance could have helped, 
and where life income insurance has 
notably served 
Conducted as an agency morning meet- 


cases es- 





ing. 
12:00 m.—Discussion closed 
12:15 p. m.—Remarks by representa- 
tive of Association of Life Agency Offi- 
80 p. m.—Adjourn 


Group meeting, agency building 
Wednesday Evening 

Winslow Russell, Chairman 

Developing supervision of agents 


8:00 p. m.—Singing 

8:05 p. m.—Invocation 

8:10 p. m.—Should the New Agent be 
Permitted to Begin Soliciting Alone? 

8:35 p. m—How to Teach the New 
Agent to Secure Prospects 

9:00 p. m.—Work of Supervisors w ith 
New Agents. 

9:55 p. m.—Singing 

10:00 p. m.—Joint Work of Other 


Agents with New Agents 
10:30 p. m.—Announcements 





11:00 p. m.—Adjourn. 











Thursday Morning Session 


John 
9:30 a 
9:35 a. 


Cormack, 


Henry Russell, Chairman, 
m.—Singing. 
m.—Invocation, Rev. Wm. Mac- 
pastor St. Paul's Cathedral. 
9:40 a. m.—Remarks by representative 
of American Life Convention 
The Approach: 

10:00 a. m.—Introduction of subject by 
J. B. Duryea of San Francisco 
Essentials to the success of 
proach: : 
(a) 
of mind. 
planned 
(b) Appeals must be 
his dominant interests. Must be known 

in advance or drawn out in interview. 
(c) The more important the case 
more important the plan There 
probably be less time available in 
actual interview 
10:20 a. m.—(1) Planning the approach 
(a) What data or aids will be helpful? 
(b>) Where and how can these be se- 
cured? 
(c) To what interest shall first appeal 
be made? 
(ad) Which 
for life insurance 
Discussion, based 
ture,” led by Roy 
Angeles 
11:20 a. 
11:25 a 


any ap- 
Prospect must be in proper frame 
Steps to assure this can be 


made to one of 


the 
will 
the 


interest is to be discussed 

service? 
on “Insurance Pic- 
Ray Roberts of Los 


m.—Singing 
m.—(2) Making the approach, 
led by Samuel McCurdy of Los Angeles 
President's prize contest led by Or- 
ville Thorp of Dallas, Tex 
12:25 p. m.—Demonstrations. 
R. H, Mouser, the prospect, 
land, Cal 
12:30 p. m.—Remarks by representa- 
tive of the Life Underwriters Associa- 
tion of Canada 
12:45 p. m.—Re 
committee 
12:50 p m 
banquet 
1:00 p 


of Oak- 


port of nominating 


— Announcements about 


m.—Adjourn 
. . . 


Banquet—Thursday Evening, 7 to 10 P. M. 


President Graham C. Wells, presiding 

7:00 p. m.—lInvocation 

7:15 p. m Singing. (Also throughout 
dinner.) 





8:30 p. m—Remarks by president- 
elect. 

(Speakers.) 

10:00 p. m.—Adjourn. 


Friday Morning Session 


Franklin W. Ganse, Chairman, 

9:30 a. m.—Singing. 

9:35 a. m.—lInvocation 

9:40 a. m.—Remarks by representative 
of Convention of Insurance Commis- 
sioners., 

9:55 a. m—“The Heart of the Estate” 
—Pantomime., 

10:16 a. m.—Estate settlement insur- 
ance. 

(1) Specific cases where life insurance 
would have helped estates in payment 
of inheritance taxes and other expenses 


10:30 a. m.—Discussion. 


11:00 a. m.—Singing 

11:15 a. m.—(2) Specific cases where 
life insurance has helped provide money 
for estate and inheritance taxes 

11:45 a. m.—Discussion 

12:15 a m.—Discussion closed. 

12:20 a. m. — Demonstration — Insur- 
ance trust 

12:45 a. m.—Convention closed, 

Will Meet Special Train 

Roy Ray Roberts, chairman of the 
reception committee with one advance 
guard of 21 under his leadership, will 


meet special trains at San Bernardino, 
Cal., and escort the visitors through the 
orange groves to Riverside, where they 
will entrain for Los Angeles. Claude H. 
Hamilton is chairman of the registra- 
tion committee. Mrs. John Newton 
Russell, Jr., is chairman of the ladies’ 
reception committee. L. A. Greenwood 
is chairman of the golf committee. 
Charles E. Bent is chairman of the en- 
tertainment committee... Roy H. Sheldon 
is chairman of the hotels committee. 
Arrangements are being made to look 
after the ladies through various forms 
of entertainment. Facilities for golf 
playing for the men have been arranged. 
There will be automobile drives and 
beach entertainment. 
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FAIRS AND EXPOSITIONS ~ 
PROVE OF GREAT VALUE 


Bring Agents Excellent Prospect 
List, Well Prepared For 
Sale 





COST IS FULLY REPAID 





Requires Careful Planning and Careful 
Treatment to Get Results in the 
Form of Business 





Fairs and expositions can very read- 
ily be made the means of securing a 
large and useful list of prospects. Every 
salesman, attending an affair, 
has had the thought cross his mind of 
the business to be had if he could write 
every insurable person there. Such an 
ambition would be difficult of attainment, 
but a carefully worked campaign 
will put the salesman in touch with a 
sufficiently large number of people to 
well repay the effort and cost. 

Dr. Henry W. Cook, vice-president 
and medical director of the Northwest- 
ern National tells of such a campaign 
in a recent letter. 


such 


out 


Campaign at Health Exposition 
“At the Minneapolis Health Week 


Exposition recently, the Northwestern 
National Life joined with the various 
health organizations, of Minneapolis in 
staging exhibits and health contests. 
The purpose of the exposition was to 
place betore the public recent advances 
in medicine and hygiene, and to create 
an active interest in normal living, well- 
being, and longevity. 

“A tremendous public interest was 
created, and the exposition was visited 
by over 18,000 people. The necessity 
for a periodic physical examination was 
particularly stressed, and the North- 
western National grasped the opportun- 
ity, in this connection, to present the 
direct benefit of being a _ policyholder. 
The company had a booth at the exposi- 
tion showing a large cut of their new 
home office building in the background, 
on both sides of which were placards 
describing the health service offered to 
policyholders, 

“A life expectancy contest was staged 
by the company, and every adult ex- 
amined at the exposition became auto- 
matically a contestant. The points con- 
sidered were those which pertain to life 
insurance examination, such as occupa- 
tion, family history, personal history, 
and physical findings. In order to make 


the company’s booth instructive and 
popular, a vital capacity contest was 
conducted, and this created more ex- 


citement, perhaps than any other feature 
of the exposition. About 1,600 aspir- 
ants were entered, prizes offered to the 
man and woman who had the highest 
vital capacity for their weight. Suit- 
able prizes were awarded to the win- 
ners.” 
Careful Planning Necessary 


To secure real results, the agency 
force or underwriters association stag- 
ing the affair must give careful thought 
to every detail, planning each step with 
the main object of the campaign con- 
stantly in mind. The money and ef- 


fort spent are traded off for leads to 
new business. The main object is to 
get properly filled out cards giving 


names of prospects. Entertainment of 
the guests is not the essential, but is 
the means to the end in view. To con- 
duct a booth for too long an interval 
is tedious work; fresh relays of agents 
are provided frequently. Agents who 
cannot answer, or tactfully evade, every 
question are teamed with more capable 
men. Nearly everybody knows of the 





methods salesmen use in securing busi- 
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ness, so when those attending the fair 
give their names, they will not be sur- 
prised at being solicited later. Indeed 
they will be surprised if they are not. 
The prospect lists, as a result, should be 
good. 
Many Plans Can Be Used 

There are many ways of attracting 
people to the insurance exhibit. In the 
first place, the booth is attractively and 
artistically arranged. A few carefully 
selected placards setting forth facts 
about health, company service or com- 
pany financial strength are appropriate. 


Pictures of home offices, and of chil- 
dren who should have protection can 
be used. Ferns and potted plants set 


off the booths. Company literature in 
sufficient quantity is kept on hand. 
Many methods of securing names are 
suggested. The simplest plan is to give 
inexpensive souvenirs such as measur- 
ing tapes to the women, note books to 
the men and paper cut-outs or paper 
caps to the children, together with some 
company literature, to each person who 
fills out a card. This gives little oppor- 
tunity for establishing a friendly feeling 
with the people who come to the booth. 
Also they are apt to give fictitious 
names on their card. It would be bet- 
ter to tell those who sign that the sou- 
venir which is shown to them will be 
delivered. Some inertia will be en- 
countered in getting names in this man- 
ner, but they will be of greater value. 


Contests Attract Crowd 


A tent or closed-in space with chairs 
can be arranged. Advertise that a ten 
minute address will be delivered each 
half hour. Ask the people to come in 
and sit down. They will welcome a 
place to rest. Talks on income insur- 
ance, mortgage and educational policies, 
worked out with due consideration for 
the character of the audience will be in- 
teresting. Talks will be in order on 
allied topics, such as “care of the baby,” 
“how to avoid the more common dis- 
eases,” “successful methods of reducing 
for overweight” and so on. Speakers 
who are well known in the commun- 
ity are great drawing ¢ cards. If the talks 
are properly given, the auditors will un- 
consciously think of people to whom 
they apply and will fill in cards asking 
that additional information be sent. It 
is essential that prominently located re- 
ceptacies or other definite means be pro- 
vided to receive the cards. 

Contests will always attract. One 
plan is to have a guessing contest as 
to the number of policies which the 
agency has in force in the community. 
Another is to set up a glass jar filled 
with pennies, nickles, dimes and other 
coins. Everybody is willing to make a 
guess at the sum it contains. Make a 
rule, prominently stated, that in case of 
a tie, the person whose card, is best 
made out will win. The names from 
such a contest will keep the agents busy 
for weeks. 

Baby Shows Popular 


Baby shows are usually popular. The 
best developed children between, say, 
the ages of six and ten, can be entered 
in a special class. Data on them should 
include names of parents and brothers 
and sisters. The dancing floor can be 
used to stage another form of compe- 
tition in which only couples are eligible 
who have been married in the past five 
years. Another suggestion is the selec- 
tion of the man or women over 70 who 
can score the highest, points being cred- 
ited for present condition of health, 
number of descendants, etc. Of course, 
the names of each descendant with ad- 


dress, age, and immediate family rec- 
ord is secured. 
Suitable prizes are awarded to win- 


ners of contests, giving the winners the 
option of receiving the prize or of us- 
ing the money value as the first year’s 
premium on a policy. Proper publicity 
is given to the share the insurance men 
are taking, especially if there are con- 
tests. 

The immediate leads will ordinarily 
pay for all expenses of a booth. It 
would take months to work up a pros- 
pect list such as a week’s fair will pro- 
duce. The results are easily worth the 
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TRAINING AGENTS IS TOPIC OF 
RESEARCH BUREAU’S NEW MANUAL 





‘6c OUR NEW MAN” is the title 
6 of Part 2 of the Managers Man- 
ual just issued by the Life In- 
surance Sales Research Bureau, now lo- 
cated at 125 Trumbull street, Hartford, 
Conn., having removed from New York. 
The preceding five chapters of this man- 
ual dealt with the problems of where to 
find new agents, how to select them and 
how to sell to them the idea of life in- 
surance salesmanship as a profession. 
This new volume assumes that the new 
man has been obtained and is about to 
commence work for the agency and 
says: “The question now is what ta 
do with him—how to make him a suc- 
cessful member of the agency in a rea- 
sonable length of time.” Office training 
and training in the field are the two di- 
visions of this work which are recog- 
nized in the new volume under review. 


Gives Methods of Training 





Decided opposition is maintained in 
this volume to the old rule of giving a 
man a rate book, some sample con- 
tracts and letting him go out and see 
what he could do. It is conclusively 
demonstrated that while every agent 
must ultimately “stand on his own,” it 
is necessary for him to receive adequate 
training in preparation for this if efforts 
with an organization are to be success- 
ful. The principles and methods of do- 
ing this, which, as in the previous volume 
are evolved from detailed investigations 
of the methods of successful managers 
all over this country and Canada, are 
put forth with the idea of providing 
managers with a knowledge of what to 


do, and how to do it, with their new 
men, 
“Training Is Inescapable” 
Section 1 states that “training is in- 


escapable” and denies that the selection 
of new men is the paramount thing in 
organizing an agency. It is not denied 
that selection is of vast importance, in- 
deed that was the scope of the previous 
volume, but it is affirmed that training 
after selection is a “responsibility that 
cannot be sidestepped.” Men must be 
taught specific things about their job, 
and trained how to do those things 
which make for success in their work. 
Regarding the training course “man- 
agers will disagree as to the amount of 
material that should be taught but there 
is a minimum that all will accept.” 

The “trial and error” plan is shown 
to be a good one only when the new 
man is able to pick up points and profit 
by his experience. But the high failure 
percentage of men left to work out 
their own salvation, unaided, is against 


effort and will pay handsome dividends 
on the investment. One point, how- 
ever, that it is well to repeat is that this 
campaign for prospects must be thor- 
oughly organized. The useful time is, 
at best, short, and people will not wait 
very long. ‘ 


New Secretary of Confederation Life 


Charles R. Dent has been appointed 


secretary of the Confederation Life in 
succession to the late James A. Mac- 
donald. Mr. Dent has been connected 


with the company for over 30 years and 
his appointment comes as a recognition 
of valuable service to the company. Mr. 
Dent has a wide experience as a mem- 
ber of the head office staff. 





Is Made Field Supervisor 


Otis G. Lippincott, formerly district 
agent for the Conservative Life of Iowa 
at Sioux City, Ia., has been appointed 
field supervisor of the company. 


Connecticut Mutual Convention 


The Connecticut Mutual Life will 
hold the Leaders’ Club convention of 
the company at Coronado Beach, Cal., 
July 17-19. The Connecticut Mutual 
has provided a special train from Chi- 








such a plan. Planned instruction and 
definite guidance are needed by prac- 
tically all new men. 


Advocate Diamond Life Bulletins 


Where personal training is not pos- 
sible, correspondence courses are ad- 
vised and where a manager does not 
have access to his own company’s course 
it is suggested that the Diamond Life 
Bulletins, issued by THe Nationat Un- 
DERWRITER at its Cincinnati office, and the 
Insurance Research & Review Service 
be looked into. It is said here: “The 
Diamond Life Bulletins afford a train- 
ing course to be administered by the 
manager in a series of 25 lessons. The 
course is so arranged that, where agency 
meetings for the discussion of problems 
are impossible, as in rural territory, the 
program may be adapted to personal 
study.” 

Is Divided 


How Material 


“initiating new 
has the following sections 
the New Man Started,” “Be- 
Instructions,” “Getting Pros- 
“Systematic Aids for New 
“The Approach to the Pros- 
“The Sale.” 

“Field Training” chapter it is 
“The New Agent Gets on 
“The Goal and Purpose of 
“The Trainer” and 
“The Methods.” A chapter on “Par- 
ticular Points in Field Training” has 
a description of supervised selling, “An- 
nouncing the New Man,” “Daily Sched- 
ule.” “Training an Agent at a Dis- 
tance from Agency Office,” “Getting 
Cash with Applications” and a suggested 
five-day training program. 

The volume ends with a bibliography 
books designed to aid students of 
the business, 34 in number, which seem 
to have been selected for mention with 
much care. 


The 
agents” 
“Getting 
ginning 
pects,” 
Agents,” 
pect” and 

In the 
shown how 
the Street,” 
Field Training,” 


chapter on 


of 


Shows Much Care and Thought 


The second part of the Managers 
Manual confirms previous impressions 
that this work has been done with great 
care and much thought and representing, 
as it does, a symposium of the plans of 
some of the most successful and brainy 
managers in life insurance work, it is 
entitled to serious consideration ,and 
study by all who believe that “a true 
profession strives not to restrict the 
number of its practitioners, but rather 
to increase them and especially to im- 


prove their preparation for the work 
they are to do,” quoting A. Lawrence 
Lowell. 

cago to San Diego for those of its 


agency force who are qualified, and the 
trip will be made over the Union Pa- 
cific. The three days’ session of the 
convention will be devoted to discus- 
sions of various phases of life insurance 
salesmanship, 


Joins Federal Union Life 


J. W. Knippling, for the past year 
agency manager for the Capitol Savings 
Life at Columbus, has gone to the 
Federal Union Life of Cincinnati to be- 
come agency manager for that company. 

Mr. Knippling is going back home, 
having been connected with the Colum- 
bia Life of Cincinnati before going to 

Columbus. 


Joins John Hancock Medical Staff 


Medical Director Allen of the John 
Hancock Mutual Life announces the 
appointment of Dr. Alvord G. Nichols 
to the home office medical staff. Dr. 
Nichols is a graduate of Colgate Uni- 
versity and of the Harvard Medical 
School, and until his appointment with 
the John Hancock was assistant super- 
intendent of the Peter Bent Brigham 
Hospital. He is also a graduate of the 
Worcester Hospital. 
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CHECK HABITS CLOSELY 


DRINKERS UNDER SUSPICION 





Texas Life Companies Find It Difficult 
to Tell Just What Effect of 
Volstead Act Is 


DALLAS, TEX., July 1.—Just what 
effect the Volstead act is having upon 
the rejection of applications for life in- 
surance or to what extent “hooch” is 
figuring in the death ratios in Texas is 
more a matter of conjecture than es- 
tablished fact right now, according to 
medical directors and claim men of Dal- 
las life companies. 

One thing is certain, however. That 
is the Dallas companies are not accept- 
ing applications for life insurance from 
confirmed imbibers of moonshine liquor 
or miscellaneous home brew. The appli- 
cants are subjected to a rather rigid 
questioning, concerning his drinking 
habits. Not only do the companies have 
the questions concerning drinking of 
“intoxicating liquors” answered, but 
they make inquiries among friends and 
relatives, acquaintances and companions 
of the applicants. If it found the 
applicant 1s fond of a drink of liquor, 
takes one occasionally, or meddles with 
home brew, the chances are his appli- 
cation will be rejected. 


is 


Heavy Risk Is Seen 
tors declare it is too 
risky to insure a man who drinks the 
brands of poison handed out by boot- 
leggers these days, for there is no telling 
when a “shot of fusel oil, wood alchol, 
concentrated lye” or a dozen other things 
would make him a candidate for in- 
surance. 

The companies 


Medical direc 


have found it rather 
difficult to ascertain what amount of 
drinking is being done. Because where 
the drinking was formerly done openly, 
it is now done clande stinely and the fact 
or results lied about. The companies 
find no trouble in locating the confirmed 
drinkers among applicants, because the 
effects tell the tale. It is the occasional 
imbibers, and there are said to be tens 
of thousands them, who worry the 
medical directors. The constant fear is 
they will get the wrong brand some of 
these days and either “shuffle off” im- 
mediately or shorten their days. 

The msurance companies are not 
asleep. They know there is plenty 
hooch being consumed now. They 
know the women and youngsters are 
drinking it. Hence they are thoroughly 
investigating every application. 


ol 


Few Direct Losses 
So tar as could be learned there were 
no recently due directly to the 
use of moonshine liquor. But claim ad- 
justers and medical directors said there 
were probably a number of death claims 
paid which could be traced to bad liquor. 
That meant, the complications from 
which the insured died were brought on 
by drinking. 


ke sSes 


Texas Fares Better 


The insurance men generally said the 
situation in Texas is not as bad as 
elsewhere due to two reasons: 1. The 
close location of Mexico and the West 
Indies makes it possible to get a fair 
grade of liquor at reasonable figures. 
2. The fact that Texas is an agricultural 


country with plenty of “spaces” breeds 
a better grade of mooshine. By this the 
insurance men meant that the moon- 
shine manufactured in Texas is of a 
fairly good variety, easy for bootleggers 
to get, and so long as it does not de- 
generate into poisons, pure and simple, 


“blind staggers” and other fatal maladies 
figuring in death claims in many places, 
mav not be expected. 

But the pest of moonshine and all 
home brew is bad, the insurance men 
declare. Hence they will continue their 
policy of close and rigid investigation, 
and refuse insurance to persons known 
to be drinkers. 
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“Just A Little Bit of Heaven” 


That’s the term that aptly 
Describes some of the 
Available territory for the 
Right General Agents. 








LOOK 


IOWA ILLINOIS INDIANA MISSOURI 
Davenport Rockford New Albany Jefferson City 
Dubuque Aurora Columbia Sedalia 
Mason City Peoria Kokomo Joplin 

Sioux City Joliet Hammond Hannibal 
Cedar Rapids De Kalb Lafayette Marshall 








We Also Have Some Sweet Opportunities 


In the States of Arkansas, Colorado, Wyoming, Kansas, Nebraska, Michigan, Alabama 








LIFE BROKERS 


Kansas City, St. Louis, Chicago, Omaha, Denver, Detroit 


Are losing money by delaying a connection with us. . We beat them all on Broker- 
age business. Full-time city writers get busy. Let us hear from you. 








It is said of our Company today: “The Standard is alive.” “We are with the Standard because 
we find our largest opportunity for growth and profit with it.” “The Company with a wonderful 
present and a marvelous future.” 











Standard Life Insurance Company 


716 Locust Street, St. Louis, Mo. 
J. R. PAISLEY, President 


Agents and Brokers address Jas. F. Egan, Superintendent of Agencies, same address. 
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“Life Madiereninens” 


Will grant interviews and consider qualifications of ten men 
only, with character and proven ability who can produce bus- 
iness under conditions where you will be relieved of your usual 
lost motion such as finding prospects, getting interviews and 
settlements. 





To high grade men—your clients will be brought to you, settle- 
ment with each application made certain, with surroundings that 
will dignify your profession of life underwriting. Good per- 
sonal appearance, knowledge of estate building, tact and diplo- 
macy absolutely essential. Interviews granted by appointment. 


Phone MR. McDONALD, State 7761, or wire 


The Bailey Agency —512-515 Roanoke Bldg. 
11 So. La Salle St., Chicago, Illinois 

















NORTHERN STATES LIFE 


INSURANCE COMPANY 


Minneapolis, Minn. 
F. W. DALTON, President 


Write Home Office 
Exceptional Contracts. | Some Choice Territory 








Acacia Mutual Life Association 


A Maiauc!, Old Live, Legal Reserve Life Insurance Company 
Insurance in Force, over $158,000,000.00 Assets over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies to 
aster Masons only, at net cost 
To Agents who are Master Masons we offer: 
Liberal First Year Commissions—Continuous Renewals—thus insuring an 
Income for life to permanent Acacia Agents—Real Home Office Cooperation 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. 
them to put over your ge or your sp I sales Send 


proof sheets. 
BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 














UNDERW RITE R . 
|NOW EXTENDING FIELD 
RESERVE LOAN LIFE ACTIVE 
| Gaylord Davidson, the General Agency 


Organizer, Is Establishing New 
Connections in Central West 


Gaylord Davidson, general 
organizer for the Reserve Loan Life of 
Indianapolis, has been engaged in agency 
development work and personal produc- 
tion in Chicago for several weeks past, 
and aside from establishing the general 
agency of Kraemer & Co., has person- 
ally and with the cooperation of local 
representatives, written a very com- 
mendable volume of business, much in 
excess of $100,000, among them one ap- 
plication for $50,000 

Mr. Davidson went to Chicago follow- 
ing extensive trips through the south, 
visiting various general agencies of the 
Reserve Loan, holding agency meetings, 
developing new agencies and securing a 
general outline of the production plans 
for the year. His visit to the Chicago 
territory is a forecast of his future de- 
velopment work in the northern area of 
the company’s field. He will devote 
July and August to development work 
in Iowa, Illinois and Missouri, and is 
in Cedar Rapids this week. He expects 
to maintain his central headquarters in 
Chicago during this time. 





Developing on Conservative Lines 

The Reserve Loan Life is developing 
its entire field along the conservative 
lines comprehended by Mr. Davidson's 
work. There has never been any at- 
tempt on the part of the company to go 
out for large policies or for extraord- 
inary volume of business at the expense 
of permanency. The company’s policy 
has been to interest men of character 
and ability in developing agencies look- 
ing to the production of a normal and 
permanent character of business. It has 
an agency contract that admits of build- 
ing an organization along these lines. 
Mr. Davidson expects to establish agen- 
cies at Peoria, Springfield, Quincy, East 
St. Louis, Joliet, Elgin and Rockford in 
Illinois. 


Collett Heads Association 

NEW LONDON, CONN.., July 2.— 
Members of the General Agents’ Asso- 
ciation of the State Mutual Life, to the 
number of 170 began a_ three-days’ 
meeting yesterday at the Hotel Gris- 
, wold, New London. Officers of the as- 
| sociation were elected for the new year 
follows: President, George H. Col- 
Providence; vice-president, Joshua | 
3. Clarke, Boston; secretary-treasurer, 
Frederick A. Colton, Concord; execu- 
tive committee, George S. Lott, 
Charles R. Gantz, Baltimore; Frederick 
A. Colton, Concord; Robert L. Jones, 
New York City; C. Fred Lewis, Indian- 
| apolis. 











agency 
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| TO HOLD A CONVENTION 


WILL MEET IN LOS ANGELES 


Mutual Life Will Have 
Agents at the Home Office 
This Month 


Mutual announces that 
its annual agency convention will be 
held in Los Angeles July 21, 22, 
The agents will gather Monday morning 
for the first session. W. A. Sommers, 
president Big Tree Club, will wield the 
gavel. The agents will be welcomed by 
George I. Cochran, president. Danford 
M. Baker, more familiarly known 4s 
“Non-Can Dan,” vice-president, has 
been assigned the topic of “Agency 
Facts.” Dr. W. W. Beckett, vice-presi- 
dent, is scheduled for a talk on “Co- 
operation between Agency and Medical 
Departments.” The morning session 
will convene after an address on “Things 
Old and New” by C. I. D. Moore, vice- 
president. 

The afternoon will be devoted to clec- 
tion of Big Tree Club officers and dis- 
cussion of new policy contracts, led by 
A. G. Hann, actuary. The program oi 
the day will be closed by the banquet 

The remaining days of the convention 
will be spent in business session and 
various entertainment features. 


Pacific Its 


Pacific 


The 


Takes Out Group Policy 


As a recognition of loyalty in service, 
and to maintain and increase good will 
and cooperation, the Chamber of Com- 
merce of the United States has placed 
with one of the leading companies a 
contract for $500,000 for group life in- 
surance and permanent and total disa- 


bility protection for the benefit of all 
its staff. It is not designed, the Cham- 
ber has announced, as a substitute for 
any existing policies in relation to its 
employes but rather to supplement 
them. Neither is it intended in any 
way to affect labor turnover. It is re- 


officers of the chamber, 
representative of the business interests 
of the country, as an expression of ap- 
preciation of length of service of advan- 


garded by the 


tage to the chamber as well as to its 
employes. 

The plan provides that every perma- 
nent employe, regardless of position or 
salary, shall receive a $500 group life 
insurance certificate after the first six 


service. This amount is to 
$250 tor each additional 
year of service up to eleven years when 
the maximum amount, $3,000 will be in 
force. The chamber will pay the entire 
premium of all this insurance. 


months of 
be increased by 


favorable oppor- 
certain prospect 
sale, especially 


for a more 
approach a 
lost 


WAITING 
tunity to 
often results in a 
when the prospect moves away, takes 
out a policy in another company or 
| drops over a cliff in his new automobile. 





New Policy 


Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
Broader Double Indemnity Clause 


Loans at end of Second Year 


INSURANCE CO. 


66 BROADWAY 





ORGANIZED 1850 


NEW YORK 
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TION Value of Cooperative ] 
Advertising Outlined 


HE advantages of a cooperative ad 
P vertising campaign ior lite imsurance 
ave Its men were outlined in a report made to 
e Kansas City Association of Life Un- 


derwriters by a special committee named | } 
to make a study of the question, as a 
result of which the program outlined 


by it was adopted by the association 
es that The results to be gained were sum- 


will be marized as follows: 
22, 23 Benefits to the Companies 
norning ; , 

1. Such a campaign would stimulate 


mmers, 
eld the 
med by 
Jantord 








business. 
2 Create good will. 
Give publicity at a greatly reduced 





cost. 


hes. 4. Help to reduce lapse ratio on 1n- B 
Reams : ecause 


surance already in force. 


Ager ¢ : 
o-pre « d 5. Create sentiment for repaying pol- 

1 “Co- cy loans. 

fedical Benefits to the Agents 1% id nt ¥ 
ee 1. Cultivate a more favorable im- he l Acc e Line 


Things ‘ , 
aye pression of the life insurance business, . A P 
-- Perea supplies an effective approach for a Life Insurance 


and thus make the sale ol 


: easier. . . . 
o elec- 2. Upbuild the morale of the agent solicitation, 


™ dis- through favorable publicity of his busi- 
led by 
ness. 
am of . , Ys 
3. Supply the agent with up-to-date | P d 
on unequaled soliciting documents. TrOVI es 
— 4. Tend to increase the dignity o! 


> the life insurance business. a ready-made list of Life prospects full informa- 














. 5. Help raise the standard of sales- Bod 
pew . aking an anne igh grad m4 : ° 
men by making an appeal to high grade tion is in the Accident application, | 
—s Benefits to the Public 
ervice, 
d will 1. Demonstrate the advantage oi the ° 
Com- insurance already taken out and in force Widens 
laced 2. Help the uninsured to see the 
lies a value of life insurance. ’ - ° ° ’ 
ra a” Caltivate a fecling of friendliness | the Agent’s contacts, exposing him to more sales, 
disa- between the public and the agent. | 
of all 
-ham- seem | ) 
e for DECIDED TO MAKE A RECORD evelops 
oO Its ° ° * . . ° 
ment M. A. O'Malley of Dorchester, Mas, and maintains Life clients; Accident Insurance is 
s re- Wanted to Learn All About the | income insurance and guarantees that there will 
nber. Job Assigned to Him. be money t t L if 
eet psi | ey to mee ife 
f ap- M. A. O'Malley, an assistant in the Dor- . 
lvan- chester (Boston), Mass., district, for the | premiums, whatever befalls. 
o its Metropolitan Life, decided last year that | 
he had to make a record of some sort 
rma- He had been an assistant only a few . 
weeks when he realized that sound man- ; 
” iife agement results only when the manager Furnishes 
na knows more about the job in hand than | 
$1 é er de i lmasmuch as he/| ‘ LT < i i i 
is t pe a Rg angel nein a4 all as “ | a regular and substantial in- 
ional proved himself ready, he decided to ob- | x : sc 
vhen tain that knowledge which he felt he come, with persistent re- 
ye in lacked. | . 
sale ap oS — — | newals, which pay the full 
ord as an agent, He chose industrial | first year Commission. 
as the field in which to make this record, | ° 
por- because he knew that this was the hard- | 
ce est field, and he set for his goal $5 a| 
ily eS ee ee oy = almost. un- Agents can sell the complete 
ikes 1923 ie os ave ~ pe et $5.03, and th is i - i > “C1 
ve 1923 with an average of $5.03, and with Missouri State Life Accident 
ote. oeees Line under a liberal contrac 
Used Law of Averages . . t 
Westinen an She Rew ot quenuna. be direct with the Company. 
figured that he would have to make 16 
ealls daily, including Saturday, and se- 
cure five applications out of those 16. 
This was an ambitious undertaking, in Havana in 1925 
consideration of the fact that he would 
have to make some collections in addi- 
tion. To do it he had to make the fast- 
est and most efficient canvass he could 





possibly make, | 

He used the company’s annual state- 
ment along with a statement of the out- 
standing welfare accomplishments for 


the year. This he put into the prospect's 
Home Office: SAINT LOUIS 


hand, while he read it over with him, | 
pointing out important items Thus he 
secured the prospect's complete atten- 
tion. He always tried to see the wage 


naan because = n he —— d them Perfected Brokerage Service on 
the juSiness usually stuck e mini- ‘ 
Substandard and Surplus Life | 





M. E. Singleton, President 





mized lapses by not writing doubtful 
ones. 

By establishing a record of this sort in and Group Insurance 
industrial, Mr. O'Malley proved that he 
did know about the agent's job. He is 
only 30 years old now, but he has his 
. eye upon a manager's position, and he 
is determined to land there. — 
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NATIONAL 


UNDERW RITER 











q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


@ Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 





Home Office, Madison, Wis. 
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Does It STICK? 


Not what is written, not what is delivered, but what 
sticks is the true test of real 
force at death is the only real insurance. 
by written figures were the measure of prosperity. 
came the substitution of delivered figures. 
sticks” ought eventually to be the standard. 

We have an effective conservation system. 
renewal commissions for 
until death the protection provided at the delivery of a 


The policy in 
In times gone 
Then 
“Business that 


“business.” 


It saves 


Agents. It aims to maintain 


This is a golden service to Agents, to policyholders, 
and to beneficiaries. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 














district. 


co-operation. 





The International 
It is an old line legal reserve company with a record to be proud of. 
To represent this dependable company is to represent a pillar of safety in the 
Y ou are assured of a maximum degree of intelligent 
for an agency. 
ing you of a successful career in the life insurance business. 


Life 


life insurance business. 


Write 


J.O. LAUGMAN, President 


Seven Years of Steady Progress 


now wants a representative in your 


We have the means of assur- 


International Life & Trust Company 
MOLINE, ILLINOIS 
DR. ANDREW JOHNSON, Secretary and Medical Director 











OLDEST KANSAS 


Tue Centra Lire 
INSURANCE COMPANY 


FORT SCOTT KANSAS 


i 





buyer of “‘Easy Lesson 
National Underwriter 


9 in Life 
Company, 


* a text and review book with quiz supplement 
» Exchange, Chicago 


$i.s¢ The 


COMPANY Agency Openings 
| . 
in KANSAS and MISSOURI 
> “Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 





A novel idea for rec- 
ognition of the efforts 
ot members of the 
Northern Association of 
California Life Under- 
writers on behalf of 
that organization and 
life insurance generally 
is behind the handsome 
trophy which F. W 
Heron of San Fran- 
cisco, Pacific Coast su- 
pervisor for the Fidel- 
ity Mutual Life, has 
presented to the asso- 
ciation. Mr. Heron’s 
plan which was en- 
thusiastically endorsed 
at the annual meeting 
of the Northern Cali. 
fornia association June 
27, is that the trophy, 
which is the permanent 
property of the associa- 
tion, shall be presented 
at the end of each fiscal 
year to the member who 
has “rendered the 
greatest service to the 
organization or to the 
cause of life insurance.” 

The trophy is a hand- 
some mahogany plaque 
on which are mounted, 
in a green bronze frame, 
two silver plates, finely 
engraved. One plate 
carries the title, “The 
Heron Trophy,” with 
the well known in- 
signia of the National 
Life Underwriters underneath. The sec- 
ond plate tells the purpose of the trophy, 
as follows: 

“This trophy is awarded by Northern 
Association of California Life Under- 
writers, San Francisco, an assembly of 
distinguished underwriters associated 
together in the cause and interest of life 
insurance, to the member whose name 
appears hereon who has rendered the 
greatest service to the said association 
during the year specified.” 

Names Form Part of Record 


Names of members who are honored 
with the award of the trophy from year 
to year are to be made a permanent part 
of the record by placing silver name 
plates on the plaque, as is shown in the 
accompanying reproduction of the 
trophy. By way of giving a foundation 
for the awards in the years to come, Mr. 
Heron, after consultation with the older 
members, has nominated three mem- 
bers of the Northern California associa- 
tion for distinguished services to the or- 
ganization in the past, and their names 
aopes on the plaque as follows: 

H. Lestock Gre gory, general agent 
mk. Life, for “years of cooperation. 
Mr. Gregory was one of the organizers 
and first president of the association in 


its affairs ever since. 

George Leisander, general agent 
Guardian Life, for “insurance legisla- 
tion.” Mr. Leisander is a two-time pres- 
ident of the association and was largely 
instrumental in securing the favorable 
life insurance legislation now on the 
i.e statute books. 

a, Duryea, general agent Penn Mu- 
tual rife, for “education of agents.” Mr. 
Duryea was a pioneer in the campaign 
for proper education of life insurance 
salesmen; was one of the leaders in 
bringing the Carnegie school to San 


Names Field Supervisor 
The Farmers & Bankers Life, which 
has just entered Texas, has appointed 
J. G. Cutler field supervisor following 
the death of T. L. Morgan. 


Ullman Made Actuary 


Harry W. Ullman has been appointed 
actuary of the Eureka-Maryland Assur- 
ance, succeeding Calvert F. Stein, re- 
signed. Mr. Ullman was for 14 years 
in the home office of the Guardian Life 








Association of | 


1907, and has taken an active part in } 
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HERON TROPHY EMBODIES UNIQUE IDEA 


Francisco in 1921 and has always taken 
an active interest in educational work 
ot the association. 

\s rules for award of the trophy from 
year to year, Mr. Heron stipulates that: 

rhe trophy shall be the permanent 
property of the association, and shall be 
awarded at the last meeting of the fiscal 
year, to remain in the possession of the 
recipient for one year unless otherwise 
withdrawn. Only members in good 
standing shall be eligible to receive the 
trophy. 

Control of the trophy shall be in the 
hands of a committee of control of five 
members, to be appointed by the execu- 
tive committee for terms of three years. 
sonnaes of the control committee may 
e appointed for more than one term. 


How “Service” Is Determined 


The basis of award stipulated by Mr. 
Heron is as follows: “The trophy is to 
be awarded to the member who has, in 
the estimation of the committee of com- 
trol, during the previous fiscal year 
rendered the greatest service to the as- 
sociation or the cause of life insurance. 
This can constitute duties performed; 
any act of self sacrifice or service in 
connection with life insurance or its ap- 
plication to human needs; any original 
idea, the development of which has re- 
sulted in furthering life insurance serv- 
ice, either educational, legislative or 


humanitarian, or any other service or 
activity deemed worthy by said com- 
mittee.” 


In presenting the trophy to the Nor- 
thern California association, Mr. Heron 
suggests that it be called “The San 
Francisco Idea” for “encouraging 
worthy service . and lend dignity and 
permanent value to individual effort and 
ichievement; and thus recognize some- 
thing that life underwriters’ associations 
have too long neglected.” 


of New York, in the actuarial depart- 
ment. For the past six years he has 
been assistant actuary of the Maryland 
Assurance. 

While with the Guardian Life he 
1ade a special study of occupational 
hazards, and is considered an authority 
on that class of underwriting. 


Robert Wells Lieb, statistician of the 
Franklin Life, Springfield, Ill., was mar- 
ried to Miss Verna Lee Crawford at 
Jacksonville, Tll., June 25. 
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| COUNTRY SOLICITOR FINDS PROFITABLE | ir IS THERE A PROFIT ON BROKERED 


FIELD EXISTS IN THE SMALLER TOWNS 











SUBSTANDARD LIFE BUSINESS? | 


| does not wish to be quoted was inclined 




















HAT may be accomplished by a | class; five in the 5,000 to 7,500 class; HE question as to whether com- 
country solicitor who properly ap- | five in the 4,000 to 5,000 class; 10 in the panies writing substandard business | to disagree with Mr. Korrady. He said 
plies himself to his work, say | 3,000 to 4,000 class; 28 in the 2,000 to should restrict the writing to their | that business written by brokers was 
Campbell & Hart, Arkansas state man- | 3,000 class; 42 in the 1,000 to 2,000 class | own agents, or whether they can make| shopped around. A broker, unlike a 
agers for the Aetna Life, is illustrated | and 1,666 in the class of under 1,000 | a profit out of brokerage business, is a| good agent, has only the interests of his 
py the record of Joseph S. Maryman. | population. Practically all of the | disputed issue. Some companies claim | clients at heart. A broker might with- 
Mr. Maryman, who is only 31 years of | $1,000,000 business obtained by Mr. | that it is impossible to make the right| hold certain information and finally 
age, started in life insurance work for | Maryman last year was in the two | selection from brokerage business. place the policy with some company 
the Aetna 8 vears ago in the little town | classes last named, from 2,000 to 3,000 . which was ignorant of the infirmity of 
— ¥ . B. dy’s Vi . 
of Bradley, Ark., which has a popula- | and under 1,000 population. | ts bos meng: 2 pling | the applicant. The company which this 
tion of less than 300, and wrote and : , ‘ a Karl B. Korrady, Chicago manager Of | actuary represents doesn't make an ef- 
paid for $250,000 his first year in the ——— err pace * the Miss: uri State Life, in criticising | fort to go after brokerage business. The 
business. The year following he moved | his star agent of the Aetna Life, and this statement said that although some | experience of this company has been 
to Hampton, Ark., which is a still | he is literally that for he was the le: ad - | companies may nk that their sub-| that a better class of business is secured 
smaller place, but paid for $300,000 | ing personal producer of the company’s | standard business is coming only from | from its own agency organization 
there. Last year he wrote a total of whole agency forces in the United their own agents, a great share ot it : : 6 
175 policies for $1,084,000, paid, and | States last year and is its “de legate” to | comes indirectly from _ brokers Mr. Col. Knox's Observations 
when the following figures are noted, it | the All Star Convention of “The Insur- | Korrady admitted that it is better for Col. T. M. Knox, general agent, Lin- 
will be seen that this was really ex- ice Salesman” soon to be held, is an | managers to secure this business be-| coln National Life, Chicago, said that 
traordinary performance in any place. | extremely quiet, reserved and modest | cause, as a rule, they are guarding the} substandard business has been proved 
Of these 175 contracts 27 were for | young mat Nothing could be further | company’s interests. As long as sub-| satisfactory \ premium rate has been 
$1,000 each; two for $1,500 each; nine- | from his methods than flashiness or standard business is to be written, Mr worked out for each sort of defect, 
teen for $2,000 each; 24 for $2,500 each; | high pressure methods His develop- Korrady said that the best way is to} which makes the prospect ineligible for 
10 for $3,000 each; four for $4,000 each; | ment, which has been so fine, is ex- make no bone *s about it and to take sub-| the regular anniiad policy. Substand- 
51 for $5,000 each; two for $7,500 each; | pected to continue and even greater efh- | standard risks directly from brokers ard business is on just as scientific a 
nineteen for $10,000 each; four for $15,- | ciency is expected as his seemingly end- Mr Kor said that many com-| basis as the standard business. He said 
000 each: seven for $20,000 each: two | less chain of influence and prestige | panies had entered the substandard field | that the standard policyholder does not 
for $25,000 each and four for $50,000 | lengthens in order to hold the agents. He said} help to bear the losses of the substand- 
each. A record that any city agent, any- Method Any Agent May Use that he hadn’t found it true that the re In many instances brokers at 
where, might well be proud of He agents give more time to promoting | tempted to get policies from poor pros- 
produced each week in 1923 here is nothing about the methods | brokerage than soliciting business direct ects who had one foot in the grave 
Had Intensive Program fe ar Maryman which any other coun- | Mr. Korrady was not able at this time Phis was Mr. Knox’s only objection to 
try sohcitor may not adopt as his owg@ | to state whether or not substandard | the rokerage business, but this was 
Mr. Maryman’s method of work has | nor indeed is there anything in them | risks could be underwritten at a profit.| more of a nuisance than of a serious 
always been very intensive. It had to | which a city solicitor may not use to | He said it would take from eight to ten | consequence because the prospect was 
be in these small places he worked in. | equal advantage. But when one com- | years to determine its profitableness never favored 
It ‘. been his ag to write a — | Pares the populations of these Arkansas \ prominent actuary in Chicago who | — 
and then to write his sons, brothers, | towns with those in other and richer 
nephews, cousins, business associates | states one wonders what sort ot an | Appoints James M. Campbell 
and all others affiliated with the policy- | alibi country agents in other territory | in any place, in any calling, but in no oc- | The Metropolitan Life announces the 
holder in any way. Naturally his work | may bring forth in an attempt to ex- | cupation does it seem more essential | appointment of James M. Campbell as 
has carrie “ him into surrounding coun- | plain their own production, or lack of | than in the selling of life insurance | assistant manager of the group division. 
trv but the bulk of his business has al- | 1 Mr. Maryman has not copyrighted | where _ the opportunity is limitless. | Mr. Campbell has had agency experi- 
ways been in small towns. In Arkan- | his methods and the keynote of them | Maryman of the Aetna in Arkansas is | ence, followed by an inside knowledge 
sas there are only seven towns, 1920 | all seems to be “industry” which is | a mighty good object lesson of what | of the group clerical work. During the 
census figures, of over 10,000 popula- merely another way of saying “work.” | may be done in “the greatest business | past few years he has had successful 
tion. Only one in the 7,500 to 10,000 | Work, after all is the secret of success 'in the world” if one goes at it right | sales experience in the group division 
— = —— — — — — —— — i — — = = — = — — —<—————S——SOee 
. . . 
at e inter-Southern Life ays out Accidents 
Do not cross till the traffic officer gives you Do not stop and look at buildings under course 
the right of way. of construction. 
Do not cross without looking first to the left . , 
and then to the right. Do not stop in a doorway, on bse cages 
Do not “think” about anything else when near a revolving door, in a corridor or an eic- 
walking in a crowded city or on a public highway. vator lobby to talk to other persons. 
Do not walk from behind a street car, a motor Watch where you set your step a few paces 
car, or any object that hides you, into an open ahead of you, keep to the right and keep moving. 
street. : 
. . Do not talk or smoke in an elevator. Call the 
Do not walk on a railroad track of any kind, tog lainly bef hi 
nor cross till you stop, look and listen. number of your floor plainly ore reacning 
Do not come out of a side street or an alley your destination so that the elevator operator 
and go headlong into traffic. may make a good safe stop for you. 
. 
| Gains for 1923—Forty-Two Per Cent. 
The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
SS —_ net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 
INTER- SOUTHERN LIFE BUILDING. 
| OWNED BY THE COMPANY The insurance in force was increased from $62,591,398.00 to $88,502, 3668. 00, or a net gain of 
$25,911,170, or forty-two per cent gain in insurance in force. 
The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 
INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE JAMES R. DUFFIN, President KENTUCKY 
| Eighteenth Year 
| 
) 
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THE NATIONAL*UNDERWRITER ||| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 
LIFE INSURANCE EDITION SS a ae eee ae — wees — 
Published Thursda THE NATIONAL UNDERWRITER COMPANY, Chicago, F. Schoene was the leader of the per-| tion at Los Angeles. Mr. Wells is 
a "gy a... thy 32 P ont NORA. VINCENT PAUL, Vics Pre sonal honor roll of the Manufacturers | out of the hospital and resting comfort- 
dente: WILLIAM A. SCANLON, Southwestern Manager; FRANK. W. BLAND, GEORG Life for May. Mr. Schoene has repre- ably, but his physicians tell him that 
C. ROEDING and O. E. Fg. x... sented the company at Yokohoma, | the journey across the continent to 
c. CAR IGHT, Managing Editor Japan, for several years and will appar-| Los Angeles would imperil his health. 
FRANK. A. J, BURRIDGE, Associate Editor — “_ ~ alt Wie, ‘ae te  anage 1924. | it “"~ ge er, —_ — ‘KO 
s © IDLONG, Associate itor n ay Japan held the leading position} ten his annual report which wi e 
CHESTER C. NASH, Jr., Associate Editor among the company’s agencies, with Mr. | read. The general supervision of the 
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Lose Two Good Officials 


lost two 
superintend- 


THE insurance business has 


very able state insurance 


ents, who stood in the forefront of 
supervising 


Francis R. 


very 
We 


who 


officials. refer to 
retired as 


New 


who 


STODDARD, 
superintendent of insurance in 
York, and Harry L. Conn, of Ohio, 
is appointed to a position on the state 
supreme bench. 

Mr. Stropparp brought to 
the 
an experience 
telligent official. 
uty superintendent and naturally 
in contact with the problems that would 


the head of 


insurance department of his state, 
that made 
He had served as dep- 


came 


him a most in- 


engross his attention when he was ap- 
Mr. Srop- 
some of 


pointed to the chiei position. 


pakpD has been concerned with 


the most important issues in recent 


years. Probably his greatest achieve- 
ment the 
panies to a friendly agreement to regu- 
the 


always 


was getting casualty com- 


late to better advantage acquisition 
Mr. StTopparp 
that the 
themselves should 
their 
on the 


cost. has con- 


insurance companies 
settle 


and 


tended 
the problems 
within confines not leave it 
when it 
go 
to- 


serious 


to those outside. Hence 


seemed desirable for some reform to 
effect, called the 


and urged them to make 


into he officials 
gether 


attempts to bring about the desired end, 


and not leave it to his department, or 
the legislature 

Mr. Stopparp has made some con- 
structive suggestions in his office. He 
feels, for instance, that American com- 
panies should be granted broader pow- 
ers, so that if they can qualify finan- 
cially, they should be allowed to give 


indemnity of sufficient breadth, so that 


a property owner would not feel it nec- 


essary to insure in Lonpon Ltoyps or 
some other unadmitted institution. 
Mr. Stropparp has stood for the insur- 
ance alongs when it was right, re- 
gardless of the effect on him. He has 
not hesitated to commend those in the 
business when he knew that they de- 
served it. When any one got off the 
plantation, he was just as vigorous in 


his criticism and insistence that the law 
be complied with. 


Mr. Sropparp has appeared before 
many bodies to make addresses. His 
public utterances have been finished, 
full of meat and convincing. 


Judge Conn, during his term of office 
in Ohio, the 
most able and brilliant men in the In- 
SURANCE COMMISSIONERS CONVENTION. He 
mind, able to 


was regarded as one of 


possessed an acute was 
get at the heart of a question easily and 
grasped the 
Mr. Conn concerned in 
raising the standard of insurance repre- 
He felt that only 
people should be in the in- 


essential points at once. 


was especially 


sentation in his state. 
legitimate 
He was the foe of the 
all who did 
faith hold themselves out 
insurance men. The insurance 
the state were hearty in their 
commendation of Mr. Conn. He was 
attitude. He wanted 
fulfil obligations to 
his ability. Mr. Conn 
the insurance 
tenure ot 


surance business. 
commission grabber, and 
not in good 
to be 
agents of 
fearless in his 
everybody to his 
the best of made 
business 


the Ohio 


many friends in 


during his office in 


department. 


Injustice to Sterling Companies 


Once in a while, a peculiar law in 
injustice. This 


that the Sun 
admission 


real 
lact 
refused 


some state does a 
comes to light in the 
Lire of Montreal is 
to Illinois because not all 
paid up. The get 
its charter changed has to appeal to the 
parliament. This 
It is a difficult 


its capital is 


Sun Lire in order to 


Canadian involves 


much trouble. matter to 


get a charter changed authorizing more 
capital. Hence the Sun Lire concluded 
that it would secure in its charter a 


large authorized capital and as it needed 
funds from time to time it would 
the capital paid up. The 
requires that a company’s capital 
Thus the Sun Lire, 


withstanding its very financial 


more 


have Illinois 


law 


be all paid up. not 


excellent 


condition, satisfactory contracts and its 


high grade management, is unable to 
get into Illinois. 

It has $850,000 paid-up capital. Its 
assets are $209,257,313, and its net sur- 


plus above capital and all other liabili- 


ties is $13,945,397. It has insurance in 
force over $700,000,000. It would thus 
seem that the Sun Lire is a sizeable 


company. It is ridiculous for any state 


to lay down restrictions to prevent such 
being admitted when 


stature 


a company from 


companies of less are 
It plainly 


requirements. 


many 


licensed. reveals an injustice 
mn its 

In our opinion, a state should require 
a minimum financial standard. Regard- 
less of how much authorized capital a 
the question is what 
the 


an 


company may have, 


amount is paid up. Presumably 
was passed to prevent 
lite 
Statute 


Companies like the 


Illinois law 


abuse in promotion of 
stock. It is a 


should be 


company 
ridiculous and it 


repealed. 


Sun Lire with their standing and finan- 
cial dependability are needed at all 
times. They should be welcome in any 
state 


Schoene, a Japanese representative, lead- 
ing the personal honor roll. 


Fourteen years ago when Policy No. 
1 was issued on the books of the Na- 
tional Guardian Life of Madison, Wis.., 


President George A. Boissard announced 
to the directors he would take his first 
vacation when the company passed the 
$25,000,000 mark. The quarter-century 
figure of business in force was attained 


by the National Guardian Life in June. 
Consequently, President Boissard is at 
the present time enjoying his first vaca- 


assuming direction of this 
Wisconsin company. 

with Mrs. Boissard, he 
sailed on the “Araguaya” for Cherbourg 
and is at present in Paris, from where 
he plans to visit the home of his parents 
near Belfort. He expects to return in 
September. 


tion since 
sterling 


Together 


Edward Zecha, a graduate of the Uni- 
versity of Iowa, son of a we: aithy plan- 
tation owner in Java, has started to 
work in the offices of the Guaranty Life 
of Davenport as a clerk. He intends to 
move from one department to another 
as rapidly as he learns the details of 
each and then return to Batavia where 
he will launch the Java Life. Five years 
ago Mr. Zecha came to America and 
last June was graduated from Iowa 
University. Launching then on a course 
of insurance work, he was advised to 
Lee Daugherty, general manager ot 
Guaranty Life, so under Mr. 
Daugherty and Walter Fi Meiberg, as- 
sistant secretary, he is taking practical 
instruction in life insurance. 


see 
the 


When Darwin P. Kingsley, president 
of the New York Life, attended the 
Republican national convention in 
Cleveland recently, a luncheon was 
given him by the local agency forces 
of the company. Mr. Kingsley made 

1 forceful address in which he showed 
the real underlying reasons for life in- 
surance, and the possibilities of its use 
that are, as yet, only taken advantage of 
to a small extent. 

The Cleveland branch, in charge af 
Flamen Ball, supervisor, is one of the 
largest in the company, and is the larg- 
est producing office in Cleveland, its an- 
nual volume exceeding $20,000,000. 


L. Brackett Bishop of Chicago, man- 
ager of the Massachusetts Mutual Life, 
and Mrs. Bishop will leave in a few 
days for a trip in Europe. Mr. Bishop 
will go to England, then Paris, Ostend 
and Carlsbad. Prior to leaving Chicago, 
Mr. and Mrs. Bishop participated in 
the dedication of the statue in Lincoln 
Park to Emanuel Swedenborg, the sci- 
entist and religious philosopher. Mr. 
and Mrs. Bishop presented the bust to 
Lincoln park. It is 44 inches in height 
and 33 inches in width. Mrs. Bishop 
when in Upsala, Sweden, saw the clay 
model of the Swedenborg bust and paid 
$1,000 for casting it in bronze and 
bringing it to the United States. Under 
the auspices of the Swedenborg mem- 
orial committee, a fund was subscribed 
for paving for the pedestal and having 
it installed in the park. Edwin Mark- 
ham, the well known poet. wrote some 
verses for the occasion which were read 
by Mr. Bishop at the dedication cere- 
mony. 

The memorial of Swedenborg is not 
far from the monument of Karl Von 
Linne, Swedenborg’s relative and con- 
temporary. 

It is now quite definitely known that 
President Graham C. Wells of the Na 


tional Association of Life Underwriters 





will not be able to attend the conven- 





convention will be in the hands of the 
other officers. The toastmaster for the 
banquet has not been selected as yet, 
although it is generally understood that 
Edward A. Woods of Pittsburgh will 
be assigned the position. 

Irwin J. Muma, manager for the life 
and accident department of the Aetna 
Life at Los Angeles, figured promi 
nently in the news dispatches from thx 
Democratic national convention in New 
York last week. He was one of the 
leaders in the demonstration which was 
staged when McAdoo’s name was of- 
fered for the presidency and was one 
of the two st: .: art westerners who car- 
ried a pretty California girl, garbed in 
patriotic costume, around the conven- 
tion hall on their shoulders during that 
demonstration. 

Lew R. Palmer, conservation engin- 
eer for the Equitable Life of New York, 
who is active in the work of the Na- 
tional Safety Council and recently made 
a trip to Salt Lake City to speak be- 
fore the safety section of the American 
Railway Association, is a former all- 
American end at Princeton and was 
football coach at the University of Neb- 
raska back in 1902, a year when the 
Cornhuskers were not scored on. He 
is still an ardent football fan and a 
close follower of both the Princeton 
and Nebraska teams. 


Harold J. Larson, one of the leading 
life insurance men of Detroit, now as- 
sociated with the H. Wibirt Spence 
agency of the Mutual Life of New York, 
while on a fishing trip in northern Wis- 
consin, was seized with an attack of 
appendicitis and taken to St. Mary’s 
hospital at Green Bay, where a success- 
ful operation was performed. Late re- 
ports from his physicians state that a 
rapid recovery is expected. 


Roy L. De Bolt, superintendent of 
agencies for the Pacific Coast depart- 
ment of the Metropolitan Life, died in 
San Francisco last week after several 
weeks’ illness. He had been with the 
company on the Pacific Coast since 
1898, and had served in the capacities 
of agent, district cashier and assistant 
manager. He \eas made superintendent 
of agencies in 1922 

T. Roy Hanson, assistant secretary of 
the Rockford Life, was married to Miss 
Mae Lenore Valentine June 26. They 
are now on a honeymoon tour and will 
be at home Sept. 1. 


Charles M. Tavlor, with the head of 
of the Provident Mutual Life for a 
number of vears, has been advanced to 
the position of assistant secretary. He 
is a graduate of Cornell. For three 
vears he was with the Philadelphia Life 
and entered the employ of the Provident 
Mutual in 1915. 


fice 


L. T. Winship, publicitv 
the home office of the 
Mutual Life, has become 
with the general agency of 
western Mutual Life at 


Mass. 


manager at 
Massachusetts 

associated 
the North- 
Springfield, 


Supreme Court Justice Harry L. 
Conn of Ohio, formerly state superin- 
tendent of insurance, is still keeping in 
touch with insurance matters and has 
accepted an invitation to address the 
Fire Underwriters Field Club of Ohio 
at Cedar Point July 23. Mr. Conn was 
recently appointed to the supreme bench 
to take the place of Judge R. M. Wana- 
maker, who was killed in a fall from a 


window in a hospital where he was con- 


~het- 


erm 


1s 
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fined. The term for which Mr. Conn 
was appointed extends only to Jan. 1, 
as Judge Wanamaker’s term would have 
expired at that time. Inasmuch as the 
time for the declarations of candidacy 

















Is is for the Ohio primary had expired be- 

lort- fo Judge Wanamaker’s death, Mr. > 

that Conn can not be a candidate for election - 

it to to the place, unless he runs as an inde- 

ealth. pendent and he is not disposed to do e 

writ- that, as he believes in party representa- 

ll be tion and government. Mr. Conn as an O 1rewor a 
| the attorney, official of an insurance com- 

f the pany and superintendent of insurance 

r the has made a deep study of insurance and 

yet, is not altogether out of the insurance | 

that world, even though temporarily on the . ° 

will bench of the highest court in the state. There 1S nothing spectacular 


Samuel W. Goss of Chicago, vice- 


about thorough service. It an- 





i president ee oe ot the agency de- 

etna partment of the Security Life of that 

omi city and Mrs. Goss announce the mar- alvzes the needs of the prospect, 
— riage ~, cag ne rly ad Kathryn, - ° 
c~ nt Soleeaet cer teaobne as ae secures the called for protection 
was family home at Traverse City, Mich. - - ae 

of. = promptly and maintains its 1n- 
one \t a recent luncheon of agents and a. i 

lin eke Tae Pan oho & ame Z 3 terest in carrying out the later 
ven- ployed in the Ben Thorp agency, be- - “ a : . . 

that lieving that real salesmanship consists in Entrance to the New Home of steps in the client S life insuf- 


asking everybody, solicited Isaac Miller The Lincoln National Life 
Hamilton, president of the company, ance program 


for one of the company’s $2 travel acci- 


ork, dent policies. She got his application 
Na- as — as those of L. D. Cavanaugh 
ade and E. C. Budlong, vice-presidents. ° ° ° : 
be- Asked why the executives had not This 18 the kind of service 
can sooner protected themselves with this : ° e . 
all- form of coverage, President Hamilton Te ¢ . 
was said that it is characteristic of human The Lincoln National Life IS 
‘eb- beings not to insure unless solicited : mM 
the and the executives had never before promoting and backing up by 
He a — for ae particular policy. rs > 
ee Miss Powers merely gave another proof . es . te 
ton of the truth of the basis of ens its earnest Home Office co-oper- 
ship, that to get business the agent must 
ask for it. ation. 
ing — 
as- John W. Crooks, vice-president and 
1ce treasurer of the Ohio Farmers Insur- 


rk, ance Co., of LeRoy, O., for many years Many ambitious agents have 


‘is- chiet examiner of the Ohio State insur- 

of ance department, died Sunday after a > “ec ; 

y’s lingering illness in a hospital at Cleve- found that this with-you-all- 
Ss- cer. He served the Ohio department 99 . ° 

re- lor many years and came in contact raX ¢ 

2 with company officials in various sec- the-w ay attitude of The Lincoln 

tions of the country. N . : - 
= ational Life towards its field 

of Homer Wilson, representing the Pa- 7 ‘ h 

rt- cific Mutual at Vernon, Tex., has re- ‘ ae 44 > AS 
in cently received a black mark which men and p O Ic y h O d ers as 
ral mars his heretofore clean slate. The ~ 

he medical department of the Pacific Mu- made it pay to 

ce tual was compelled to postpone an ap- a 

es plicant of his on account of light weight. 

nt [his is the first application in his four 

nt years of service which the company has 


not approved as applied for. This is 
surely an enviable record. 


of — = —~~ a ~ 
Ss Francis R. Stoddard, Jr., who retired (LINK uP (j)wimu THE ())LINCOLN)) 
Oo 


“V as New York insurance superintendent 
i! on Tuesday of this week, was presented 
by the members of the staff ot the de- 
partment with a handsome engraved 
gold watch. The staff of the liquidation 














° bureau of the department presented Mr. 
o Stoddard with a fine radio set Mr. The 
e Stoddard has been with the New York e 
e department for nine years, six as dep- bd bd 
'e uty superintendent, and the past three Inco n a 10na | e 
t as superintendent. He has become a 
member of the law firm of Greene & 
Hurd of 43 Exchange place, New York 
t Mr. Stoddard is known to have received n Surance om an 
5 many attractive offers trom insurance 
4 companies, but preferred to resume the 
. practice . —— the ag ~— ‘“‘Its Name Indicates Its Character” 
, ne Was Oo e , associated, e as 
been a member of the bar for over 20 
: “ | Lincoln Life Building Fort Wayne, Ind. 
- Cc. F. Williams, vice president and 
1 general counsel of the Western & 
S Souther ife, leaves July 9 for London r 
; ee metsng: lagen need pr gle weg Now More Than $300,000,000 In Force 
) i Bar Association and will also visit 
5 ' t British Empire Exposition. He ex- 


pects to make something of a study ot 
methods of handling industrial insur- 
ance as practiced in Great Britain. Be- 
re returning he will go to Paris for a 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La SallejSt. 
Telephone State}7298 


CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuartes 
Life Insurance Accountants 
Statisticians 
2 South La Salle Street, Chicago 








OHNE. HIGDON { Actuaries & Examiners 


OHNC. HIGDON } (7° Gates, Building 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


816-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








IREDERIC S. WITHINGTON 
CONSULTING ;-— 
948-949 are ee 

Tel. Walnut 3761 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, ectc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 


oo d ¢ Law of Insurance a 
pockalty. 
Colcord Bidg. OKLAHOMA CITY 








J H. NITCHIE 
° ACTUARY 


1523 Association Bldg. 19 S. La Salle St. 
Telephone State 4992 . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS MO. 























short stay to attend the session of the 
Bar Association there. He will return 
in about a month 


W. Jj. Williams, president of the 
Western & Southern Life, sails on the 
“George Washington” July 4, 
at Cherbourg. Mr. Williams plans to 


spend about two months on the Conti- | 


nént this summer, going first to Paris, 


land‘ng | 


and spending some time in France. His 
trip is for pleasure entirely. He expects 
to arrange a leisurely itinerary which 
will enable him to get a good rest as 
well as a pleasant outing. His family 
accompany him. 

On Sunday evening the Welfare As- 
sociation of the Western & Southern 
Life gave a concert to wish “bon voy- 
age” to President Williams. 








| LIFE AGENCY CHANGES 








MAKES IMPORTANT CHANGES 


Northwestern Mutual Life Announces 
Several New General Agency 
Appointments 


Mutual Life has 
important general 
Stevenson & Me- 


The Northwestern 
announced several 
agency appointments. 


lone, general agents for the Northwest- 
ern Mutual Life at Rochester, Minn., 
have resigned, because of the poor 
health of A. C. Stevenson, senior mem- 
ber of the firm. J. A. Melone, hereto- 
fore junior partner in the general 
agency, will from now on be sole gen- 


eral agent for the company at Rochester. 

After many years of successful service 
to the company, Smith, Thomas & 
Thomas have retired as general agents 
at San Francisco. Edwin J. Thomas, 
former junior member of the firm, be- 
comes general agent there. It is the 
plan of the company eventually to di- 
vide the territory into several general 
agencies, and Mr. Thomas’ appointment 
as general agent, with jurisdiction over 
the entire field formerly covered by the 
firm, is effective until other arrange- 
ments are made. 

James W. McGiveran, heretofore sole 
general agent at Hudson, Wis., with 
jurisdiction over northwestern Wiscon- 
sin, has taken his son, Ben S. McGiv- 
eran, into partnership with him, and the 
general agency contract is now held by 
McGiveran & McGiveran. Ben 5. Mc- 
Giveran is a graduate of the insurance 
course at the University of Pennsyl- 
vania, where he specialized in general 
agency organization. Since the comple- 
tion of his formal education he has been 
affiliated with his father as superintend- 
ent of agents. 


Paul S. Kantz 


It was announced this week that Paul 
S. Kantz, manager of the Topeka office 
of the Equitable of New York, had 
been appointed general agent for the 
Home Life of New York for northern 
and central California. His headquarters 
will be at San Francisco and he will 
take over the agency July 15. It is an 
old-established agency covering 57 coun- 
ties in —a and central California. 

Mr. Kantz has been 14 years with the 
Equitable. He started with the com- 
pany at Spokane, Wash., and then was 
sent to Phoenix, Ariz., and five years 
ago went to Topeka as manager of the 
district office. 


S. B. Fockler 


Stanley B. Fockler has been appointed 


district manager of the Mutual Life of 
New York under J. F. Trotter, man- 
ager of the Sioux City agency. Mr. 
Fockler has been engaged in the gen- 
eral insurance business in Sioux City 
for several years. During the last year 


he was secretary of the Life Underwrit- 


ers Association. 


J. W. Kirkpatrick 


The non-cancellable and life depart- 
ments of the Pacific Mutual have added 
another recruit to their staff in the per- 
son of J. W. Kirkpatrick of Medford, 
Ore. Mr. Kirkpatrick was previously 
associated with the North American 
Accident. While working with this com- 
pany he was also a part-time solicitor 
for the Pacific Mutual. Mr. Kirkpatrick 
has the making of a star. 


GET THE RESERVE LOAN LIFE 


H. F. Kraemer & Co. Secure the Gen- 
eral Agency of the Company in 
Chicago Territory 


The Reserve Loan Life of Indianapo- 
lis has awarded a general agency con- 
tract in Chicago to H. F. Kraemer & 
Co. with offices at 127 North Dearborn 
Street. This firm, which is composed 
of H. F. Kraemer, general manager for 
the organization, and George Gannon, 
attorney at law, who is general coun- 
sel for the firm, are agents for the Lon- 
don Assurance and general agents for 
the Sun Indemnity of New York, trans- 
acting a general line of fire, casualty 
and surety business. 

Kraemer & Co. have organized a life 
department, employing experienced life 
men for the development and training 
of a local agency organization. They 
have already secured several life men 
under contract, and expect to build con- 
servatively an organization that will 
produce the required volume of business 
called for in the contract. This agency 
has room in its organization for high 
class men, who will be given every op- 
portunity and cooperation to build a 
class of renewing business among the 
best selected lives in the territory. 

The appointment of Kraemer & Co., 
a well established firm, is in line with 
the conservative policy of the Reserve 
Loan in selection of its representatives, 
as the company is not seeking volume 
at the expense of stability, nor the se- 
curing of large individual policies, but 
is building its business along the lines 
of permanency. 





E. J. Thomas 


E. J. Thomas, who started in the life 
insurance business as a clerk in the gen- 
eral agency of Clarence M. Smith of the 
Northwestern Mutual Life in San Fran- 
cisco, and who subse quently became a 
member of the firm ot Smith, Thomas 
& Thomas, now succeeds to the entire 
business on the retirement of Mr. Smith 
and J. B. Thomas. The agency, which 
is one of the most prosperous in Cali- 
fornia, operates in the counties north of 
Kern county. It was established in 1882 
by Mr. Smith. 


G. R. Simpson 


The Pacific Mutual Life announces 
the return of Gerald R. Simpson as dis- 
trict manager at San Jose, Cal. Mr. 
Simpson was formerly with the Pacific 
Mutual but left the company for several 
years. Mr. Simpson has had a good rec- 
ord as a large producer. 


F. V. Reaney 


F. V. Reaney, of the Northwestern 
National Life in southern Minnesota, 
has been appointed general agent of the 
Security Life of Chicago in northwest- 
ern lowa. He will have his headquar- 
ters at Spirit Lake, Ia. 


Irving Epstein and H. P. Nelson 


The National Guardian Life an- 
nounces the opening of a St. Paul office 
in charge of Irving Epstein and Harold 
P. Nelson as district managers. 





Arthur Hundington’s New Post 


Arthur Hundington, for a number of 





years in the life insurance business in 





California, at one time associated with 
the Metropolitan Life and the Northern 
Life of Seattle, has been appointed dis- 
trict manager for the Peoples Mutual 
Life at Los Angeles in charge of south- 
ern California territory. The company 
operates aS an assessment § accident, 
health and life company, using standard 
rates and providing a legal reserve F. 
L. Heinich is the general agent of the 
company nad its home offices are being 
maintained at the present time in San 
Francisco. 


Old Line’s Oklahoma Appointment 


G. C. Clark of Enid, Okla., 
appointed general agent for the Old Line 


has been 


of Lincoln, Neb., for Oklahoma. The com- 
pany has recently been licensed in that 
State 





NEWS FROM THE EAST 


l 


U. S. LIFE’S CLEVELAND RALLY 
Managers from Several States Hear Ad- 
dresses by President Moir and 
Other Home Office Men 














Managers of the United States Life 
from several states met in Cleveland 
last week. Henry Moir, president of 
the company, was present and the 
home office was also represented by 
E. W. Christy, supervisor of agencies, 
and Paul Boyd, his assistant. 

John M. Egan, manager of the New 
York agency, the company’s largest 
producer, made an inter esting talk. The 
principal address was given by Presi- 
dent Moir, who pointed out, in his schol- 
arly yet intensely interesting way, some- 
thing of the agency possibilities that 
await aggressive service, and outlined 
the position the company is now in to 
efficiently cooperate. 

William H. Hunt, president of the 
Cleveland Life, was a guest, and con- 
tributed some good ideas along the line 
of company loyalty as a basis for suc- 
cess. Harold Pearce, president of the 
Cleveland Life Underwriters Associa- 
tion, made a short address in which he 
outlined the value of field cooperation as 
exemplified in the association move- 


ment. 
Managers present represented the 
company in Chicago, St. Louis, Indian- 


apolis, Louisville, Pittsburgh, Rochester 
and other cities. The entire force of 
the Cleveland agency also attended. 


Insurance Law Is Violated 


restrain a corpora- 
tion engaged in the business of selling 
household furniture and similar articles 
on the installment plan, from violating 
the laws respecting insurance, a contract 
of such company whereby the vendee 
such articles delivered to him, 
title being retained by the vendor. until 
they are paid for, but containing a pro- 
vision that in case of the death of the 
person signing the lease of household 
goods before the whole amount is paid 
the balance will be receipted for in full 
and the title thereto will vest in the de- 
cedent’s estate, this constitutes insurance 
within the meaning of the statute and 
the defendant has violated it. Attorney 
General vs. C. E. Osgood Co. Supreme 
Judicial Court, Massachusetts. Decided 
June 14 


In an action to 


leases 


Pay Tribute to Sarver 


Representatives of the Ohio State Life 
paid a unique and delightful tribute to 
their president, John M. Sarver, last 
Saturday. During June the company 
had been carrving on a $2,000,000 cam- 
paign for new business. Because of an 
ulcerated eve Mr. Sarver had been com- 
pelled to remain away from his office 
off and on for several days. When he 


returned to the office last Saturdav he 
found upon his desk a large batch of 
new applications for insurance sent in 
by the men in the field as tribute to him 
and with best wishes for his early re- 
covery. The surprise was engineered by 
Miletus Garner, who was one of the 


leading spirits in the June campaign. 
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WILL INSIST ON EXAMINATIONS 


Indiana Commissioner Objects to Is- 
suing Policies on Those Made Some 
Time Previous 





\ notice has been sent to life com- 
nies by Commissioner McMurray, of 
ndiana, that his attention has been 
illed to the practice of certain com- 
anies in issuing policies based on medi- 
al examinations made some six months 
to two years previous to the application 
such insurance. He declares that 
his is, in effect, issuing life insurance 
olicies without proper medical exami- 
nation which is contrary to statute for 
policies for amounts greater than $500 
and has ordered that the practice be dis- 
tinued at once. 


Writing a Fine Business 


The Chicago National Life, although 
only in its third year, is making remark- 
able strides. On Dec. 31 last it had 
slightly over $9,000,000 of insurance in 
force. On June 30 this year it had $12,- 
000,000. June was known as “Johnson 
Month” in honor of A. E. Johnson, its 
agency director, who is a great favorite 
with the entire agency torce. Over 
$1,000,000 of examined business was 
produced, which was approximately 
three times the volume written in June, 
1923. The company is expecting admit- 
tance into two additional states in the 
near future. 


Joins Business Men’s Assurance 


M. M. Studebaker has been appointed 
to a home office position with the Busi 
ness Men’s Assurance to aid life insur- 
ance salesmen. He has been for several 
years assistant manager of the famous 
4. O. Eliason agency at St. Paul. For- 
merly, however, he was in Kansas and 
it is interesting to note that W. 7 
Grant, president of the Business Men’s 
Assurance, started him in life insurance 
some 15 vears ago. 


Offner’s Big Increase 


I. H. Offner of Milwaukee, Wisconsin 
state agent for the Massachusetts Mu- 
tual Life, reports an increase of 400 per- 
cent in business done this year as com- 
pared with the corresponding period 
of last year. More than this, the paid- 
for business of the first five months of 
this year is greater than the total of 
written business for all of 1923. 


BETTER DAYS ARE SEEN 
IN FARM DISTRICTS 


(CONTINUED FROM PAGE 1) 
gospel of gaining the confidence and 
setting up a constructive program as the 
best method for a salesman to follow 
in getting the farm business. 

Mr. Sullivan admitted that at this 
time the size of the policy is somewhat 
lower than that of recent years, but that 
ultimately the size will be much larger. 
The tendency of the farmer when buy- 
ing a policy is to buy a large one. 

E. S. Ashbrook, vice-president of the 
North American Life, is also of the 
opinion that the trend of farm business 
is upward. Mr. Ashbrook predicts that 
in the fall the farmers and consequently 
the farm business will be more nearly 
normal. 

Figures on farm business of the North 
American show that there has been a 
5 percent drop in the size of policies 
this vear, but with a corresponding in- 
crease in the number of applications 
written 

The greatest hindrance to the farm 
business rests with the unwillingness of 
bankers to handle farm notes Mr. 
Ashbrook believes that if the banker 
would take the farmers’ notes, the situ 
ation would be greatly relieved, if not 





SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President THE ROOKERY, CHICAGO 


ee 2 er ccs indanemieewensedwetned een 4aes $47,024,989.00 
cn hincsn aca hcuaddnbneneeeesadiocenns 5,668,015.25 
SURPLUS PROTECTION TO POLICYHOLDERS........... 430,178.10 
PAID TO POLICYHOLDERS SINCE ORGANIZATION...... 4,403,769.15 


Good Openings in Sixteen States for Personal Producers,{General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 











AMERICAN 
CENTRAL 
LIFE 


Insurance Co. 





INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 











entirely cured. 





George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


2 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia and Michigan 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 





HARRISON B. SMITH, President 
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e Systeman 
Security Holder 


A highclass leather container for 
policies of all kinds, bonds, and 
other valuable papers. 

It gives your client a service. 

It gives you a record of his 
insurance, dates of maturities, 
expiration of terms, dates when 
policies are full paid. 

You cannot use them without 
making money through their use, 
as a trial will demonstrate. 





The Price is $2.25. 
There is a large size at $3.15. 


Liberal quantity discounts. 
Send me the attached slip and look over the Holder. 


I would like to examine a Systeman 
j Security Holder. If I decide to keep it 

I will remit $2.25 within ten days. If 
! not, I will return the holder. 


E. L. KAUFMAN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 


' 

1 Name 
Chicago, III. 1 
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OKLAHOMANS ON PART-TIMER 





Opinions Both for and Against Their 
‘Employment Expressed by 
Leading General Agents 


OKLAHOMA CITY, OKLA., July 1. 


Opinions both favoring and con 
demning the part-time solicitor were 
voiced by several Oklahoma general 


agents in a recent survey. Some gen- 
eral agents contend that conditions sur- 
rounding Oklahoma agencies differ so 


widely from those in eastern environ- | 


ment, that their opinions would neces- | 


sarily be qualified by location. Among 


these was Marmaduke Corbyn, agency | 
manager for the Central States Life of | 


St. Louis. There are a great many 
small towns in Oklahoma in which it is 
difficult 


to get full time men located. | 


lieves, as a general proposition, that the 

71 » > 
full-time agent who makes this business 
work should be given opportu 
od, and not be hindered 
by the part time agent. Last year, Mr. 
changed seven out of 


Be wile \ 
ten to full time solicitors 


his liie 
nity to make gi 
said, he 


part-time men 





Houston Exchange Insured 
Just recently a group life policy has 
been issued for the Insurance Exchange 


of Houston, Tex. It was written by 
B. A. Killison & Co. of Houston, in the 
Southwestern Life of Dallas. The total 
amount of insurance will be approxi- 


mately $200,000. The insurance covers 
the members of the firms in the ex- 
change and also the employes in the 
offices of these firms. The employer’s 


schedule calls for a policy of $2,000, that 


| is, each member of each firm has a life 
policy in this amount. Employes who 
have been employed for six months are 


But this is no reason why these com- | 


munities should be deprived of the ad- 
vantages of life insurance, he said. This 
he believes is the most plausible field 
for part-time agents, but not the only 
one. 

Gets Men From Other Lines 


- 
“The condition in our agency differs | 
| group policy has been issued to an in- 


from most other agencies in the fact 
that we have absolutely no solicitors 
who came from other life insurance com- 
panies. We take men from other lines 
of business endeavors and train them in 
our work. Many times they are not in 
position to sever connections with their 
former employers until after they have 
had some practical assurance of success 
in life insurance, through part-time 
service. For this reason [ favor the 
part-time solicitor and consider him an 
asset to the agency,” he declared. 

On the other hand, Edwin Starkey, 
vice-president and sales manager of the 
Mid-Continent Life, deplored the exist- 
ence of the part-time man. “We never 
knowingly put on a part-time solicitor 
unless we are convinced that we will 
get him on full time within a very short 
time,” he asserted “I do not believe 
it is fair to the business nor to the 
prospect. Who would ever employ a 
part-time doctor to care for his tamily, 
or a part-time lawyer to handle a difhf- 
cult legal battle This is the day of 
specializing and we owe it to life inusr- 
ance to maintain its dignity by employ- 


ing only men or women who will raise 


the standard of the lite insurance sol 
icitor.” 
A. D. Engelsman’s View 
\. D. Engelsman, of Goldstandt & 


Engelsman, general agents tor the Equi 
table Life, of New York, said: “There 
are times when a part-time man should 
be contracted with, although our 


is to discourage contracts unless we can 
have the entire time and thought of the 
other party. In cases, however, where 


a man is already fairly established in 
some other business, but believes he 
can do better in life insurance, we con- 
tract with him for part-time, with a 
view of taking him on permanently in a 
short time. We consider it merely as a 


preliminary, leading to something that 
promises to he pretty good 

“As to covering isolated territories 
with part-time men, I do not sanction 


it. If a territory does not pay a man 
to devote all his time to the work, he 
should either develop it until it will or 
eliminate it. It is poor policy to put a 
man in a territory not large enough to 
take care of him—better leave it alone 
until it will be open to a full time man 
Let a whole-time man, contiguous to 
that territory, go in there and work it 
up to a point that will make it worth 
V hi c¢ ” 

While E. G lanager 


Bewley, agency 1 


———— — 





policy | 


of the New York Life, does not like the 


part-time man in life insurance, he dis 
agrees with Mr. Engelsman in regar: 
to placing such a solicitor in isolated 
places, too remote or too small to justify 
the time of the full-time man. He be 


1} 


issued a policy for $500, those employed 


for one year, $1,000; two years, $1,250; 
three years, $1,500; four years, $1,750; 
five years or more, $2,000. No medical 


examination is required. Those covered 
are within the ages of 17 to 65. Alto- 
gether the group covers about 175 per- 
sons. This is the first time that a 


surance exchange. Beth employers and 
employes in Houston insurance offices 
are well pleased with the plan. The 
officers of some of the other exchanges 
in Texas have heard of this policy and 
it is possible that other exchanges will 
the same plan. 


love 
adopt 





Great Southern’s Record 


The Great Southern Life & Texas 
reports $3,739,838 business in May, 
which is a record for the company. The 


total paid-for business since Jan. 1 has 
been $13,295,394. 


Southern Notes 


William Murtagh, agent for the New 
York Life, who mysteriously disappeared 
several weeks o, has returned to New 
Orleans He statement 
Friends said he a business 
trip 

Miss Caroline 


ag 
gave out no 
had been on 
Clark, 


manager of the 


women’s department of the C, ¢ Day 
agency for the Pacific Mutual Life at 
Oklahoma City will leave Friday for 
a course of special work in Los Angeles 


She will remain from four to six months 





j PACIFIC COAST FIELD | 
( : | 
MONTANA LIFE NEW BUILDING 


— ~~, — — 








Helena Company Now Occupies Mod- 
ern Office Structure — Formal 
Opening to Be Held in Fall 





The Montana Life of Helena, Mont., 
moved into its new home office building 


last week. The formal opening, how- 
ever, will not take place until August 
or September. The new structure and 


fixtures cost $250,000. The building has 
a frontage of 60 feet and a depth of 100, 
and the company owns an adjoining 
frontage of 120 feet which will be avail- 
able for future expansion. The building 
is three stories in height. The basement 
is as light as the upper floors. The 
building is classic in style, of reinforced 
exterior of 


concrete throughout, and 
white glazed tile. 
[The mechanical department will be 


housed in the basement, the general ofh- 
cers, investment and accounting depart- 
ments on the ground floor; the actuarial, 
underwriting and policy departments on 
the second floor and the dictaphone and 
minor divisions on the third floor 

The the new building is di 
rectly at the base of the main range of 
Rocky Mountains. It occupies in 


site of 


the 


fact the last 60 teet of the main range 
slope proper, which ended on the banks 
Last Chance Gulch from which $35 
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1924 LIFE 








WwW. L. MOODY, JR. 


Real 


m Real 6,101,583.63 Reserves for Death Losses in 
Collateral I 25,000.00 Process of Adjustment or 
ans to Adjusted and Unpaid.. 160,679.10 
this Comy 1,655,851.80 Reserve for Taxes and De 
Bonds ...... seeee 6,128,425.85 preciation . — 133,623.70 
Cash in Banks............. 1,489,106.55 Miscellaneous Liabilities . 223,398.24 
Certificates of Deposit (De Capital Stock ..$1,000,000.00 
mand) pou ease beware 2,452.15 Assigned Fund 
Interest Due and Accrued 394,499.82 ind Surplus 1,869,171.45 
Deferred an Uncollected Surplus Security to Policy 
Premiums (Net) 307,849.80 holders 2,869,171.45 
Due fror Other 
ies ie 7,500.00 
Unearned Fire in surance Pre- 
745.35 
),588.49 Total Lial s $17,070, 588. 49 
POND: cnc ccentenaceevacanaes .$33,579,608.00 
Assets peseveunae 2,.773.964.00 
ity to Policyholders........... 313,347.00 
LIFE INSURANCI SURPLUS SECURITY ADMITTED ASSETS 


American National Insurance Company 
OF GALVESTON, TEXAS 
SHEARN MOODY, 


Vice-Presiaent 


WwW. J. SHAW, 


President Secretary 


FINANCIAL STATEMENT DECEMBER 31, 1923 
LIABILITIES 
ee 716.00 


ASSETS 


seaven _~ Net 


perience 


Reserve (American 
Table, 3 & 3% 


957,573.54 


Owned 


Estate 











IN FORCE to Policyholders $17,070,588.49 
$215,037,404.00 $2,869,171.45 
Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $14,328,720.46 











Shortening The Selling Process 


UR SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


This service is part of our comprehensive program of Home Office 
cooperation which is of genuine practical value to our men in the field. 
Service to policyholders is also the best kind of service to Agents. 
Our Policyholders Service Department offers, among other things, 
the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life Insurance Company 
OF AMERICA 
Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York, 














Eureka-Maryland Assurance Co. 
Of BALTIMORE, MD. 
Incerporated rae Maryland, 1882 
Standard Ordinary and Industrial Policies 


J. N. WARFIELD Treasurer 


. C. MAGINNIS, President ., Secretary - 
Dr. J. H. IGLEHAI RT, Medical Director 





- BARRY MAHOOL, Vice-President 
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000,000 was wi ished in placer gold. The 
D = very ¢ 1 is just a block away 
rom the } Le ntana Life building, a 
bronze tablet marking the spot 
Issue California Licenses Soon 
There will be more than 72,000 agents 
and brokers licensé d by tl i i 
! aey t [ ( if nia W i 
wo weel 1 gt Mrs. M. 1 Barr 
deputy suran commis net The 
Califor rf l r ¢ s July 1, prior 
jt wl l l ns I 
| ! 1 re \ must be nt 
is mr t r? ! I 
d t } t congested mndit 





15 
in the California department offices, and 
it is on this account, says the deputy 

mmissioner, that the requests of the 
brok s ind agents organizations to 
vs itinize each application before 
issuing the same cannot be complied 
wit! 
—— for Yellowstone Trip 
lhirty-three agents of the San Fran 
cisco oflice of the State Life of Indiana 
qualified for the company’s annual 
100.000 d SS? O00 000 conventions at 
Yel stone Park ry} left in a body 
r the eeting with Aedes wr «J. Hill, 
manager tor the company. 








IN THE ACCIDENT AND HEALTH FIELD 








Cc 
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APITAL BEING INCREASED 
quitable Life & Casualty Is Strength- 
ening Itself to Give It a Broader 
Scope of Operations 


he i I & Cas t ‘ 
Ir b rt N \\ cx tive ¢ l 
Chicago, is increasing its capital 
S100.000 to S200 006 t t it will < 
" sition to write her lines i! 
ance, ae ré \t present it 
s writing only accident and health in 
surance Ith« 1 its charter permits it 
to write ti Kinds 
nes¢ br powers included n ts 
‘ er have caused some dithculty in 
s attempt to enter Illinois, and in con 
sequence of this technicality the license 
is being held up. It has been suggested 
that, inasmuch as the company writes 








mnily accident 


and health insurance, it 


amend its charter to limit its coverage 
to this type, but the company is opposed 
to any such procedure on the ground 
that, if at some time in the future it 
decides to write other lines, it would be 
necessary to again amend the charter to | 
permit the additional coverage. Com- 
pany officials are of the opinion that 
such frequent changes in the company’s 
charter would not he favorable to its 
reputation, and it is hoped that som« 
decision can be reached which will per 
mit it to enter Illinois without such 
imendments 

The company is holding an agents’ 
convention at its head office in Chicago 
bout the middle of July, to which the 
izents’ expenses are paid, on the basis 
of production. So far about 25 of the 
Kentucky agents have qualified for the 
two-day convention. The company has 
limited the payment of expenses to 
Kentucky agents, is the onl other 
state in which it is operating at present 


is California, and the expenses of bring 
ing agents trom the coast to the home 
othce convention would be too heavy. 
I’re lent Bain expects to go to San 
Franc » about the middle of August 


to i r convention for the Cali 
| tor gents at that time 
U. S. National Appointments 

C. H. Bover, vice-president and gen 
‘ 11 ager ot the United States Na 
t il ‘Life & Casualty ot Chi igo, 
int unce the tollowi g general agency 

ppointments for the commercial acci 
dent and health department: H. A. Da 

is Indianapolis (C,eorge Mansfield, 
Bostor \dolpl Kessler, Youngstown: 
the Popik-Si ns Agen Im New 
rl ( ( Merrill Cincinnati ind 
Stewart-Keat Kessberger & Lederet 
( 

Rider for Children Ruled Out 
I pro} ’ the Pe Mutual 

Life of California, whicl is formerly 
i r nd organized nder tl nar of 
tl I road Me Mut Lif to tt 
riders to the p which would grat 
accider health and death benef to 
the } ren of t insured in the ! t 

f 100, can not b d under tl 
Califor? Lv rdir t in oplr n 
! the atorne general rh opinion is 
to t) effect that the accident nd health 
law par i r d not permit ‘ ‘ 
pol t inst nore har particular 
ndividual 





SHAPING UP H. & A. PROGRAM 
James L. Madden of U. S. Chamber of 
Commerce Will Speak at Confer- 
ence Meeting in Chicago 


| program tor the mid-summet 


Accident Un 


derwriter Conterence, to be held at 
t | water Beach Hotel in Chicago 
Sept. 58-10, is taking lefinite shape 
Among the speakers will be James |! 
Madden, manager of the insurance de 


partment of the Chamber of Commerce 


of tl United States, who will give an 

ldress on “Insurance Taxes.” This is 
i topic to which the Chamber of Com- 
mere has been giving particular atten 
tion during the past year and Mr. Mad 


den’s paper is expected to be of especial 
interest 

Efforts will be 
ound table discussions as 
| feature of the meeting as they 
j at the last two or three sessions and 
Harold R. Gordon, executive secretary 
| 


made to make the 
important a 
have been 


of the Conference and chairman of the 
program committee, is urging all Con 


| ference members to send him sugges 
| tions as to topics for their discussions. 

There will be an opportunity for golf 
each afternoon \ golf tournament is 
| being arranged and an attractive list 
| of prizes will be awarded to the winner 
| Putting contests for both ladies and 
nongoliers will be provided and as a 

pecial feature C. H. Brackett of the 


have charge of 
tournament 


will 
quot 


asualty 
shoe or 


Hoos 


a norse 


ier ( 


Rules Out Group Policies 


SACRAMENTO, CAL., July 2.—The 
attorney general of California has ruled 
that group accident policies are con 
trary to the present state laws 





Ask Receiver for Minneapolis Company 


MINNEAPOLIS MINN July 1—The 
state of Minnesota has begun action In 
district court here to have a receiver 
named for the Bankers & Business 
Men's Casualty of this city The action 
is based on an examination of the com 
pany books by the state insurance 
department, The complaint alleges viola 
tion of law regarding health and acci 
dent companies which operate on the 

operative or assessment plan 

The state further alleges that expenses 
have been excessive, that claims are not 
promptly taken care of and that Habill 
‘ ire $13.500 in excess of assets. The 

mplaint iv that olvency willl fol 

unles a receiver is named 

rT? mpany was organized in 1913 
under the name of the Commercial Acci 
‘ t nd took the present name L year 
gro rn. B. Beson has been president and 

L.. Besson secretars Hearing has been 

for July 7 


Is Accident in Line of Duty Covered? 


TOPEKA, KAN Tuly 1 E. EB, Pen- 
t of Wichita, Kar has brought a 
iit against the General Accident for 
> 700 nme dent indemnity The suit 
! " to settle ur important legal 
questlh« that dos not appear to have 
been p d upon by the Kansas court 
mr) qu tion whether an accident 
laim can be sustained when the injury 
came 1 result of doing a duty or in 
the re u r course of one’s activities 
Penquite was a member of the fire de 


He carried the accident in 
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What do YOU deserve? 


An insurance man has the in- 
surance connection he de- 
serves. 


The ambitious insurance man 
has a connection with West 
Coast Life. 


We'll be glad to tell you why. 
Write us! 


Wesr Coast Lire 


INSURANCE COMPANY 
HOME OFFICE - SAN FRANCISCO 




















‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








Seventh in the U.S. A. 


In 14 years this Company developed an accident and 
health business that placed it in 7th place among all the 
companies of the United States in amount of disability claims 
paid. And it is now making equal progress in the develop- 
ment of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 


W.T. GRANT, President KANSAS CITY, MISSOURI 











Safety, Service and Stability 
ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
SAFETY—Guaranteed by careful selection of risks and investments. 


SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 


Home Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 

















Over 134 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1, 1914 Jan. 1, 1924 
$ 7,804,230 $ 40,113,271 
Policies in Force... 503,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 





Attractive Geren open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 




















surance for two years before his injury. 
He was injured one night when a fire 
alarm came in and he attempted to 
slide down the pole from the second to 
the first floor of the fire station. These 
poles are standard fire station equip- 





ment and the men regularly slide down | 


them when answering a fire alarm. 
quite slipped and fell and a hernia was 
produced that has prevented him fol- 
lowing his profession. It is the com- 
pany’s contention that Penquite intended 
to slide down the pole in the regular 
line of his duties and his fall does not 
come under the indemnity clause. 


Goes With Old Line 


L. W. McLannen, who has been super- 
intendent of agents of the Lincoln Life 
of Nebraska, has gone with the Old Line 
of Lincoln as general manager of its 
health and accident department. The 
Old Line will make a strong bid for ac- 
cident and health business not 
Nebraska but will enter several 
states, according to John G. Maher, pres- 
ident of the company. 

The Lincoln Life r« 
the Midwest Life. 


cently was sold to 


U. S. L. & C. Banquet 


The Conservative Life of Iowa has re- 
and agency staffs of the United States 
National Life & Casualty were brought 
together at a banquet last week in San 
Francisco by L. B. Hoge, vice-president 
and Pacific Coast manager. The affair 
was arranged to give the organizations 
the opportunity to meet Dr. W. A. Gran- 
ville, head of the company’s educational 
department. A number of prominent 
guests were at the banquet and spok« 
on various phases of the insurance busi- 
They were: J. H. Schively, secre- 
tary of the Insurance Federation of 
California; E. C. Cooper, former insur- 


ness. 


Pen- | 


ance commissioner of California; J. A. 
Seiberlich of the Wells Fargo Bank, and 
S. P. Wiley, general agents for the Na- 


tional Life U.S. A. in northern California. 


Join Business Men’s Protective 
George F. Miner has become superin- 
tendent of agents for the Business Men's 
Protective Association of Lincoln, Neb. 


| Mr. Miner was formerly state agent for 


only in |} 
other | 








the Lincoln Life in the casualty depart- 
ment. He has been in the insurance busi- 
ness for a number of years and owing 
to the sale of the Lincoln Life to the 
Mid-West Life, decided to make new 
connections 

W. H. Gates and Don V. Ogilvie, who 
re been with the accident department 
of the Lincoln Life, go with the 
Business Men's Protective Mr. Cates 
as general agent, working out of the 
home office at Lincoln, and Mr. Ogilvie 
as district manager. 


also 


Accident Notes 


McCorkle, treasurer of the 
Men's Protective of Lincoln 

Mrs. McCorkle attended the 
convention at Kansas City, at 
which time Mr. McCorkle renewed ac- 
quaintances with Kansas City accident 
and health men. 

More than 300 employes of the home 
office of the National Life & Accident 
went on a day's outing up the Cumber- 
land river last Saturday. The boat 
stopped at Wooddale for several hours 
where the picnickers enjoyed the swim- 
ming and games For the past four 
years the National Life & Accident offi- 
cials have set aside a day in June for a 
picnic to which all employes are invited 

August Kuse and Garwood (“Gip”) 
Braezile, who have been special agents 
in the accident department of the Lin- 
coln Life, have gone with the American 
Old Line of Lincoln as superintendents 
of agents of the accident and health de- 
partment. 


E , 4 
Susiness 
Neb., and 
Shriners’ 





Policy Literature, Rate Books, etc. 





PRICE, $3.50 and $2.00 respectively. 


NEWS ABOUT LIFE POLICIES 
New Policies. amie ion Dividends, eeneiies Cian and ih Cintas i , 


Digest” and “Little Gem,” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- | 








NATIONAL INCREASES SCALE! MIDLAND MUTUAL’S CHANGES 


, 
Vermont Company Announces New | Gets Out New Rate Books and Policy 


Dividend Scale, Giving Lower Net 
Costs, Also New Interest Rate 


The” National Life of Vermont has 
announced an increased dividend scale 
for 1925. At age 35 ordinary life, on 
a premium of $26.35 the dividend at the 
end of the first year will be $5.04; at 
the end of five years on the original 
premium of $27.41, a dividend of $6.96; 
10 years $8.16; 15 years $9.53. On 20 
payment life age 35, premium $36, first 
year dividend is $5.07, on a premium of 
$37.27, five year dividend $7.81; 10 year 
$9.94; 15 year $12.44. On 20 year en- 
dowment, age 35, premium $49.33, the 
first year dividend is $5.12, premium of 
$50.90, five year dividend $9; 10 year 
dividend $12.40; 15 year dividend $16.48. 

Rate of interest allowed in calculating 
installment settlements and allowed on 
dividends held on accumulation is now 
4.8 percent, instead of 4.7 percent. Since 
1901 the National Life has increased its 
dividends six separate times, the last in- 
crease being in 1916. 


Equitable of New York 

Life of New York on 
July 1 issued a new schedule of occu- 
pational rating. Numerous 
ratings have been made and subdivisions 
have been added in a number of indus- 
tries based on additional information 
and on experience of the Equitable in 
rating hazardous occupations. 


The Equitable 


Conservative Life of Iowa 


The Conservative Life of Iowa has re- 
vised its total and permanent disability 
agreement, terminating the one year 
time that has been the probationary pe- 
riod heretofore. The company is putting 
on a term to age 65 policy. 


changes in| 


| 





' Tulv 1, 


Forms—Some of the Revisions 
Made 





The Midland Mutual Life of Colum- 
bus, Ohio, has distributed to its agents 
new rate books and new specimen pol- 
icy forms, both of which became effec- 
tive July 1. The company’s policies 
have been completely revised, the prin- 
cipal changes being as follows: 

1. Conversion to higher premium 
forms of insurance after five years by 
payment of the difference in reserves. 

2. Grace period without interest 

3. First dividend at the end of the 
first policy year upon payment of sec- 
ond year’s premium. 

4. Paid-up option provides that divi- 
dends left to accumulate at interest as 
well as cash value of dividend additions 
may be used to convert a policy into 
a paid-up policy. 


5. Surrender values at the end of 
second policy year. 
6. The six months waiting period 


has been eliminated from the disability 


| clause, the new form providing for com- 


mencement of payments as of the date 
of the commencement of disability but 
not more than six months prior to the 
date of receipt of proofs of disability. 
Premium rates and policy values have 
been extended down to age 15 except 
in the case of term insurance. All sur- 
render charges except for extended in- 
surance have been eliminated, the cash 
values being the full reserve according 
to the New Jersey standard of valua- 
tion. The company will hereafter issue 
term insurance with waiver of premium 
disability benefits. Heretofore term in- 


surance has been issued only without 
disability benefits. 
The company had planned to an- 


nounce a new dividend schedule Tuly 
1, applicable to all policies issued after 
1924. However, this was impos- 
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Tuly 3, 1924 

sible because of the recent serious ill- 

ness of Actuary Rietz and his absence 

from duty for a period of three months. 
ie new dividend schedule will there- 
re be announced later in the year. 


REDUCTION IN PREMIUM RATES 


Announced by Western & Southern Life 
on Ordinary Forms—Schedule 
for Infantile Plans 


The Western & Southern Life has 
announced a reduction in premium rates. 
The new schedule on some of the prin- 















cipal policy forms is as follows, per 
$1,000: 
10 20 30 10 20 25 
Pay Pay Pay Year Year Year 
Ag Life Life Life End. End. End. 
$ $ $ BY i 
14.. 31.38 18.97 15.09 90.05 40.06 30.41 
15... 31.81 19.23 15 90.07 40.09 30.44 
16.. 32.26 19.51 15.53 90.09 40.12 30.47 
Riséa0e Se 19.79 15.77 90.11 40.15 30.51 
8 33.21 20.09 16.01 90.13 40.19 30.56 
33.7 6.: 90.15 40.22 30.61 
> 4 90.18 40.26 30.65 
7 90.21 40.30 30.70 
3 7 


90.25 40.35 30.76 
90.28 40.41 ¢ 
$0.31 40.46 30.88 









90.34 40.51 30.97 

90.38 40.57 31.04 
31.1% 
31. 
1 
31 
31. 
31. 
31 


135 
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2 29.78 2 











5.41 46.96 
5.08 458.858 
96.91 50.98 
R54 
60.44 
62.48 
64.72 
108.47 67.20 


Following are the rates per $1,000 on 
intantile ordinary plans: 


10 Year 15 Year 20 Year 
Endow- Endow- Endow- 

\ge ment ment ment 
erry . $90.35 $56.85 $40.55 
B secccceceee 90.40 6.90 40.60 
S epoeeseuese 90.45 96.95 40.65 
S cseeasoonae 90.50 7.00 40.70 
seeccce 90.55 57.05 40.75 
GB ccccccccece 90.60 57.10 40.80 
. avessseukeas 90.65 57.15 40.85 
BS eaaeoeneees 90.70 57.20 40.90 
D 600e4uauawe 90.75 7.25 40.95 
DP eeccccccees ° 7 ) 41.00 
D veeeee $1.08 


MONTANA COMPANY’S POLICIES 


State Life of Great Falls Announces 
Several New Forms—Speci- 
men Rates Given 


The State Life of Great Falls, Mont., 
has issued some new forms, the five- 
year convertible term, ordinary lite con- 
vertible, child’s endowment and com- 
‘ined term and limited payment life. 

The five-year automatic conversion to 
rdinary life with term insurance the 
irst five years is written on a minimum 


asis of $2,500. The flat rates at five 
ears ages without disability or double 


ndemnity, which, however, may be 


written upon payment of extra premium, 
re as follows: 


First Five Years Years 


fter Five 





Age Premium Premium 
l 0 00 0 G2a.08 $ 42.18 
BO seoeccescoces 23.75 47.23 
| cannes 24.95 55.30 
5 26.80 66.03 
OD ccavawienan’ a ae 80.50 | 
RE 34.85 45 100.40 
DO sececeoenes 44.63 ) 27.83 

BD cesewsecees 61.80 ) 
The combined term and 
ment life policy is paid-up 








umount end of 20 years, but the face 
amount is payable if death occurs prior 
to that date. This policy is not issued | 


for less than $2,000 and rates below are 
quoted on that basis as well as without 
the disability and double indemnity 
benefits which may be written upon 
payment of extra premium. Rates are 
as follows at five-year ages: 





Age Premium Age Premium 
Bh weseseseesa SW heed ceaka $50.97 
Ee 35.93 45 61.00 
De” useenaeneee  t 2 eae ae 75.96 
aD aenésceouse 44.16 

rhe company also issued a new 20- 


payment life guaranteed savings educa- 
tional endowment. The policy provides 
in event of death of the person named 
in the policy as beneficiary further pre- 
mium payments beyond the completion 
of the then current policy year will not 
be required and the policy becomes fully 
paid-up. The beneficiary named in the 
policy cannot be changed. The annual 
premiums for $1,000 at the age of bene- 

5, 35 and 45 an the insured ages 


ficiary 25, 
1, 5 and 10 are as follows: 


Age of Age of the Insured 
Beneficiary 1 5 10 
De eeccnecesocesee $44.11 $45.27 $47.16 
SP coscesesccoscccese 44.70 45.88 47.79 
Se wisenend eesouncas 46.52 47.73 49.72 
Provident Life, N. D. 

The Provident Life of North Dakota 
has granted disability to single, self- 
supporting women, this benefit being 


discontinued on the marriage of the in- 
sured. The company has also issued new 
endowment rates. The five-year ages 
without the disability and double indem- 
nity benefit are as follows: 






Premium Age Premium 

oeeeees Seeeee GD cccccseocee Gee 
93.29 45 97.32 

93.68 50 99.85 

euestoves 94.17 55 104.02 
94.85 60 110.80 





WITH INDUSTRIAL MEN | 





CONSERVATIVE LIFE MEETING 


Salesmen Had a Convention at the 
Home Office—Increase in Guaran- 
teed Salary Was Announced 


The midsummer convention for super- 
intendents and agents of the Conserva- 
tive Life of South Bend, Ind., who have 
been in the employ of the company for 
a year or more, was held at the home 
othce. 

Industrial Session 


Meetings on the 27th were given over 
entirely to the industrial men, no ordi- 
nary, whatever, being taken up. At 6 
p. m. a banquet was tendered the visi- 
tors and Vice-President A. S. Burkart, 
who acted as toastmaster, announced 
that beginning as of July 1 all super- 
intendents would be given an increase 
ot 12% per cent in guarantee salary. 
He stated that it was always the custom 
of the company to pay those men who 
were really building it, the highest pos- 
sible wage, and that it was for this rea- 
son and no other, that the company 
was giving this voluntary increase in 
guarantee salary. 

Charles Martyne the “In- 
surance Press,” gave the address of the 
evening. 


siscay, of 


Had Strong Program 
On Saturday a meeting devoted ex- 
clusively to ordinary was held. This 


meeting adjourned at 11 o’clock and the 
men present, over 40 in number, were 
taken in automobiles which were do- 
nated by the Studebaker Corporation, 


to the Chain-o’-Lakes, where South 
Bend’s famous Country Club is located 
Talks were made by the tollowing direc 

tors Clement Studebaker, Ir., J icob 


H. McMichael, Judge 
Yeagley. Then 


Parker and Jacob G. 


| Secretary Mell complimented the men 


on the splendid results achieved for the 
first half of 1923, and he was followed 
by Vice-President Burkart, who closed 
the meeting. Mr. Biscay also gave a 
short address’ devoted to ordinary 
exclusively. President Place was un- 
able to attend, due to the fact that he 


LIFE INSURANCE EDITION 
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We write a complete line of poli- 
cles—age one to sixty-five. We 
have all the modern features of 
life insurance. 


General Agency Openings In 


MICHIGAN: Dowagiac, Hillsdale, Adrian, Jack- 
son, Ann Arbor, Pontiac, Traverse 
City, Bay City. 


OKLAHOMA: Oklahoma City, Enid, Ardmore, 
McAlester, Okmulgee, Guthrie, 
Bartlesville. 


OHIO: Dayton, Cincinnati, Toledo, Cleveland, 
Sandusky. 
INDIANA: 


Indianapolis, Terre Haute. 


[LLINOIS: 


Peoria, 
Joliet, 


Springfield, Bloomington, 
Decatur, Jacksonville, 
Rockford, Waukegan. 


MISSOURI: St. Louis, Springfield, Joplin, Mo- 
berly, Jefferson City. 


{OWA: Des Moines, Council Bluffs, Sioux City, 
Davenport, Burlington. 


Farmers National Life Insurance 
Company of America 


A. O. Hughes, Vice-President in Charge of Agencies 
3401 South Michigan Avenue Chicago 

















Satisfying Service 


The MUTUAL BENEFIT LIFE writes 
policy contracts that meet the needs of the 
people; assists its agents in presenting these 
contracts; and gives to policyholders a 
service that satisfies. 





The 
Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 
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has been confined to his home through 
sickness for several months, and Treas- 
urer Stephenson, unfortunately, was un- 
able to attend as he was out of the city. 








News of the Prudential 


jenjamin Leiwant, Prudential agent, 
attached to the New York No. 1 district, 
is credited with a fine all around record, 
Mr. Leiwant is in charge of a large debit, 
on which he carries less than 7% arrears 
and advance payment of 246%. 

He is also doing great work in indus- 
trial and ordinary, having almost doubled 
the company’s expectation of $1.00 and 
$1,000 each week, 

Assistant Superintendent Michele 
Palumbo of the New York No. 8 district, 


who is listed No. 1 in the company, in 
industrial net increase, is putting up a 
great record in both branches. 

Mr. Palumbo’s staff has to its credit 
more than $2.50 per week from each 
agency and have far exceeded the com- 


pany’s expectation in the ordinary branch 
accompanied by 100% collections and an 
A No. 1 condition of debit. 

Among the divisions of the Prudential 
field, the men of “E” are giving a par- 
ticular good account of themselves in 
the ordinary department of the work. 
Fourteen superintendencies out of a pos- 
sible 16 are listed with the company’s 
proportionate leaders. Braddock, Pa., 
leads the division per man, followed 
closely by Oil City, Pa., while in total 
results, Harrisburg is “E’s” leader with 
Washington holding down second place. 

Agent Thomas Smith operating from 
the Chicago No. 2 district is leading the 


entire agency staff of his division in 
ordinary net issue. 
Superintendent William H, Riker of 


the Newark No. 2 district recently cele- 


brated his thirtieth year of continuous 
service with the company. 
An excellent record in ordinary has 


been made this year by agents Ernest 
Whitbeck, Joseph A. Behr and Harold W. 
Alliston, all of the Irvington, N. J., dis- 
trict. They not only lead their district 
but stand high among the company 
leaders. Agent Daniel Marcus of the 
same district is also doing nice work in 
ordinary. 

Agent 
Trenton, N. 


Clarence M. Lewallen of the 
J., district has won promotion 


to an assistant superintendency in the 
same district. 

Superintendent S. Saperstein of the 
West Hoboken, N. J., district is a per- 
sonal ordinary writer of some ability. 
Notwithstanding his many dutie® as a 


superintendent, Mr, Saperstein has found 


it possible to secure enough ordinary 


applications thus far to give him credit 
for almost a quarter of million of net 
issue. 
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Tulsa, Okla.—Part time agents in life 
insurance were vehemently condemned in 
resolutions recently adopted by the Tulsa 


association. The resolutions were: 
“Resolved, That the Tulsa Underwrit- 
ers Association, now and here, go defi- 


nitely on record as unalterably opposed 
to the writing of life insurance by any 
person, whomsoever, who has full time 
employment and obtains full time com- 
pensation from any other employment 
whatever except from the life insurance 
business; and that whenever such person 
is discovered writing life insurance or 
holding license to write life insurance, 
that the association write to the general 
agent under whom the business is writ- 


ten and to the employer who pays his 
salary, setting forth clearly and defi- 
nitely the association's attitude in this 


matter. 
“Resolved, That the Tulsa Life Under- 


writers Association go definitely on rec- 
ord as unalterably opposed to the em- 
ployment of life insurance agents in 
banks. That no officer or employe, mem- 


ber of bank loan committee, or director 
of a bank (having any occupation except 
that of life insurance) should be allowed 
to sell life insurance at all; that wher- 
ever an employe of a bank is found sell- 
ing life insurance or holding a license 
to sell life insurance, the association 
write the president of the bank and the 
general agent under whom the life in- 
surance is written, placing clearly before 
them the attitude of the association.” 


* * * 


Tenn,—The 
its regular 


Nashville asso- 
meeting elected 


Nashville, 
ciation at 
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five new members. The attendance was 
greater than for some time. 

Dr. Bruce R. Pate explained the move- 
ment started by the pupils of the George 
Peabody College by use of insurance 
policies. Each individual graduating 
class at the college each year takes out 
an insurance policy which is made to 
the George Peabody College. This move- 
ment was started last year and the 
amount subscribed for passed the $50,000 
mark. Dr. Pate said that only one alum- 
nus had dropped his policy and that the 


movement was the most successful ever 
started at the institution. 
* * * 
Oklahoma City, Okla.—The Phoenix 


Mutual agency furnished the program for 
the Oklahoma association at Saturday’s 
meeting. Charles L. Sykes, general 
agent, opened the program with a dis- 
cussion of the cooperation of trust com- 
panies and life insurance. W. W. War- 
ren gave a review of a lecture on busi- 
ness insurance given at the company 
convention at Hartford recently. Facts 
and figures relating to life insurance of 
the past year were presented by Frank 
Fonville. The three speakers and Frank 
Engle of Tulsa returned Thursday from 


the annual company conclave at Hart- 
ford. 
* * * 
Philadelphia, Pa.—John W. Clegg, a 


former president of the Philadelphia as- 
sociation and a big producer of the Penn 
Mutual Life Philadelphia agency, was 
unanimously elected chairman of the ex- 


ecutive committee of the association at 
its June meeting. There will be no 
meeting of the association itself until 
the fall. 


x * * 

Los Angeles, Cal.—The Los Angeles 
association held its monthly dinner- 
meeting Monday evening. The principal 
speaker on the program was Dr. Walter 
F. Descter, president of Whittier Col- 
lege, whose subject was “Psychology of 
Salesmanship.” This was followed by 
a debate, the subject of which is: “Re- 
solved: Straight life insurance is better 
than long term endowment for the aver- 
age family man,” Samuel McCurdy of 
the New York Life taking the affirma- 
tive side, while R. S. Babcock of the 
Provident Mutual handled the negative. 
The concluding feature was an address 
by George W. Ayars, president of the 
association, “On the Trail of the 
Twister.” 

* * * 

Minn.—The Minneapolis 
pledged itself to get 
in the state to re- 
members of 


Minneapolis, 
association has 
behind the movement 
duce taxes. Twenty-five 
the association will give active help in 
carrying out the program of the Tax- 
payers Association. Nathan Chase, an 
attorney who represents insurance com- 
panies in the state, addressed the under- 
writers on the importance of cutting 
down taxes. 

x* * * 

Northern California—The annual din- 
ner and election of officers of the North- 
California association was held in 
San Francisco, when the following offi- 
cers were elected: President, Paul K. 
Judson, John Hancock Mutual Life; First 
vice-president, Kellogg Van Winkle, 
Equitable Life of N. Y.; second vice- 
president, Roy R. Henderson, New York 
Life; Alvah P. Conklin, Mutual Life; 
treasurer, George R. Tryner, Pacific Mu- 
tual Life; executive committee, R. M. 
Beckley, Western States Life; Walter J. 
Mayer, Aetna Life; Oscar LeBart, New 


ern 


England Mutual Life; J. B. Flowerman, 
West Coast Life; E. J. Thomas, North- 
western Mutual; Otto Zeus, Travelers, 
and J. B, Duryea, Penn Mutual. Eighty- 


members were elected. 


* * * 


three new 


Colorado—The Colorado association 
held its annual meeting at Denver, June 
26. The chief speaker was Dr. Cuthbert 
Powell, medical examiner of the Mutual 


Life who spoke, out of 22 years’ experi- 
ence in the work, most helpfully as to 
the relations between the agent and the 


examiner. 
Taylor of the Mutual Life 
to represent the association 
the Angeles national convention, 
a member of the executive committee, 
vice A. Norman Dempsey, regular mem- 
ber, who can not attend. It was decided 
that a delegation of Denver Life men 
would go to Colorado Springs July 14 to 
greet the special train of the delegates 
en route to the Los Angeles convention. 
The following officers were elected: 
President, Louis H. Baine (National Life, 
Vt.). Denver; vice-presidents, Chas, G. 


medical 
Ralph 
chosen 


was 
at 


Los as 
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HE following instance is one of the 
best arguments that has been pro- 
moted for the need of business life in- 
surance on company executives to pre- 
serve the company’s credit in case of 
their loss. 
Ralph Rockwall, after establishing a 


high reputation as the successful man- | 


ager of the body factory of a large au- 
tomobile concern, undertook the organi- 


zation of the Rockwall Manufacturing 
Company to manufacture automobile 
bodies. He had only $5,000 to invest 


4 


in the company, but was granted 25 
percent of the stock because of his 
value to the concern. 

A large part of the capital was in- 
vested in the factory, and machinery 
and materials were purchased largely on 
credit. But just a week after the plant 
commenced operation, Rockwall drop- 
ped dead of heart failure. None of the 
stockholders was sufficienctly familiar 
with. the business to carry it on and 
while they were looking around for a 
new executive, the creditors who . had 
relied chiefly upon Rockwall’s reputa- 
tion, demanded payment. Everything, 
including the plant, had to be sacrificed 
to pay the indebtedness and the stock- 
holders suffered almost a total loss. 

A business life insurance policy on 
Rockwall’s life would have provided 
funds to cover all outstanding bills until 
a new manager could have been secured, 
or would at least have covered the stock- 
holders’ investment, so that they would 
have sustained no loss in the disposal 
of the plant. Neglect of this one item 
of expense meant thousands of dollars’ 
loss to these stockholders. 

x * * 


ALPH WILSON, of the Detroit 

agency of the Mutual Benefit Life, 
volunteered to provide a wide source of 
prospects for a woman representative 
of the agency. He called a large au- 
tomobile manufacturing company near 
Detroit, with which he had done some 
business, and asked the telephone girl 
to have lunch with his friend who was 
a business associate of his. He asked 
her to introduce this lady to other girls 
and women about the place, as she 
wanted to take care of their insurance. 
The representative had lunch with the 
operator, wrote her, and through her 
met a large number of new prospects 
many of whom she also wrote. A great 
many agents neglect the opportunities 
that can be opened over the telephone. 

HE following story of a life insur- 

ance salesman appeared some time 
ago in the “Silent Partner:” 

The agent had failed to close the con- 
tract because the prospect’s wife raised 
a number of objections. About three 
weeks later he called at the house and 


Williams (Pacific Mutual), Denver: Guy 
FE. Hobson (Connecticut Mutual), Trini- 
dad; Myron S. Collins (Aetna Life), Colo- 
rado Springs; J. R. S. Franklin (Franklin 
Life), Ft. Collins; O. W. Sell (Provident 
Mutual), Pueblo: secretary-treasurer, 
Isadore Samuels (New England Mutual), 


Denver; chairman executive committee, 
Guy Fitzsimmons (Phoenix Mutual), 
Denver. 

* * * 

Omaha, Neb.—The Omaha association 
held its annual meeting Saturday and 
elected the following officers: President, 
A. B. Olson, Bankers Life of Lincoln; 
vice-president, P. E. Sturges, Penn. Mu- 
tual Life; secretary, Ernest Whitlock, 
Phoenix Mutual; treasurer, Cc. P. Platt, 


Mutual Benefit. 
* * * 


-Milton L. Woodward, 
former president of the Detroit associa- 
tion, addressed the June meeting of the 
Cleveland organization on “Selling What 
a Man Ought to Buy.” W. Rolla Wilson, 
vice-president of the Northwestern Na- 
tional, was present, and told some amus- 
ing erperiences that befell a certain mem- 


Cleveland, 0. 


ber of the Cleveland association when, 
years ago, they labored together in a 
western state. 








as he expected, was told by the woman 
that he might as well be on his way 
But he merely smiled and said that thls 


time he had come to talk to her about 
a washing machine. This at once in- 
terested her, as a house wife is usually 
willing to listen to anything that will 


lessen her drudgery 

The agent went on to say that wives 
of men who do not carry life insurance 
are good prospects for washing ma- 
chines, because in case of the husband’s 
death, these machines might be of ad- 


vantage in making a living. In this 
particular case the wife threatened to 
buy a washing machine and take in 


washing if her husband refused to take 
out insurance. 


* * * 
PEAKING on the present slump in 
life insurance, one manager says 


that the biggest depression comes from 
part-time men. The fellows who are 
out beating the brush all the time, the 
specialists in the business are keeping 
up fairly well, in his opinion. The part 
timer suffers the moment there is a let 
down. When business is brisk and men 
do not have to be pursuaded to buy in- 
surance to any extent, the part timer 
flourishes. The part timer is not a solic- 
itor or business builder in the real sense 
of the word. He largely picks up busi- 
ness, when the picking is good. The 
originators of business are those who 
are creators. The part timer finds his 
business good when little solicitation is 
required. 
£2 

ULIAN CROSS, of the Boston 

agency of the Massachusetts Mutual 
Life, is one of that company’s success- 
ful agents and he attributes that suc- 
cess largely to his habits of pinning the 
prospect down for a decision at once. 
It is one of the traits of human nature 
to put off making a decision, and the 
agent must overcome this by showing 
that there is really no good reason for 
waiting and that everything is in the 
prospect’s favor if he acts at once. The 
average man does not like to have a 
salesman call on him a dozen times and 
bother him unnecessarily to make a 
sale. 

Mr. Cross tries to sell on the first in- 
terview, but if he is unable to sell in 
two interviews, he passes him up for 
good. His method is to start with $10,- 
000 on an annual basis, and then on a 
quarterly basis. If the prospect wants 
to put him off, he tries running a tem- 
porary term in the meantime, and if he 
fails in that, he tries to get him to take 
temporary term and then five year term. 
Failing in this, he drops the amount 
of $5,000, and goes through the whole 
procedure again, and then to $2,000 or 
even to $1,000. He prefers to take an 
order today for $1,000 five vear term. 
with temporary term for nine months 
and quarterly thereafter, than a promise 
for sometime next week of $10,000 or- 
dinary life with an annual premium. He 
has found that promises of future busi- 


ness are usually worthless. Closing 
business quickly saves the salesman’s 
time, brings him the greatest returns 


and takes little of the prospect’s time so 
that he is always glad to see the agent 
come around. Most prospects do not 
like passive salesmanship, 


Group Cover for U. S. C. of C. 


Insurance policies ranging in value 
from $560 to $3,000, with permanent 
and total disability benefits, have been 
provided for all employes of the United 
States Chamber of Commerce under a 
$500,000 group policy. Approximately 
90 percent of the employes of the or- 
ganization have availed themselves of 





the arrangement. 
Life Notes 
The State Life of Great Falls, Mont.. 
has entered Wisconsin 
The Peoria Life and the Bank Savings 
| Life of Topeka have been licensed in 
Ohio. 
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BUSINESS FOR FIRST HALF YEAR : 








oa ——| 
OLLOWING is a partial list of life { similar period of 1923, and tne increase 
insurance companies showing the | ot insurance in force the first six months 
new paid for business for the first] of 1924, as reported to THe NATIONAI 
months of 1924, as well as for the }) UNDERWRITER 
Increase 
New Paid New Paid of Insuran 
For Business For Business In Force 
First Six First Six First Six 
Months, 1924 Months, 1923 Months, 1924 
American Home $ 467,000 $ 431,500 $ 24,500 
Bankers Reserve §.500,000° 9.298.681 ” 700.0008 
Farmers , 850,000 959.000 75.000 
George Washington 060,656 468,977 R62.093 
LPSERS sever eeeds 2.103.855 » 064,66 9.192 
LA? ceécasaseeeees see ae 5,500,000 4.657.000 3.582.000 
Life & Cas. of Tenn : 6,500,000 566,072 
Lincoln National ...... Sewenee ei 55,810,200 54.428.900 26.000.0004 
Manhattan ......<+. 5,230,345° 5.112.190 °75,0008 
Massachusetts Mutual ........ 102,895,000 86,917,000 15.978.000 
Midland Mutual ........... 5,969,195 5,188,342 3.934.318° 
Missouri State .... ~ ‘ 75.000 0008 76.392.930 15,000,000 
National Life and Accident.... 7,383,500 8,656,600 3,204,550 
Northwestern Union ..... en mite ar nts Waaen ts 152,500 ah 152,500 
Pn, ctnperue keen eueea em 4,268,195* 007,091 4.094.000 
Public Savings of America............ 4,500,000" ~ 500.0008 
PE. 64g 686666 6.646 640604b00006 30,072,648 26,514,221 
DOGUeeee GS AUGTIORs once ccccvccecs 5,510,000 ogi 1,225,000 
ee I ne ene 102 G26 ® 025.77 589 498 


*Estimated 


Manet Peat Is 
Result of Persistence 
In Using Cold Canvass 


HE effectiveness of the cold canvass, 

when coupled with sales ability and 
persistence, is well demonstrated by the 
experience of A. L. Haas, in New York, 
representing the Travelers in the Louis 
Reichert agency of that city, under the 
supervision of M. J. Hancel, agency su- 
pervisor. When Mr. Haas had been in 
the life insurance business for only four 
weeks he had written $140,000 of life in- 
surance of which $100,000 had been 
sued, the rest pending. The most startl- 
ing thing about Mr. Haas’ record is not 
only that he has written one application 
a day from the time that he has been in 
the insurance business but he has ex- 
ceeded that record by 14 applications 

Mr. Hancel, agency supervisor, said 
that he had impressed upon Mr. Haas 
the point that a day is wasted that does 
not show results, He has convinced Mr. 
Haas that he should not rely on “culti- 
vation” but should try 


1S- 


to get some defi 


nite results every day. 
> > 
He said that often Mr. Haas would 


call him up at 4 o'clock in the afternoon 
and say, “I haven't written anything to- 
day vet.” 

“That makes no difference,” Mr. Han- 
cel would say, “it is only 4 o’clock and 
vou have until 10 o’clock tonight to get 
somebody. You ought to 10 more 
people before you quit unless you get an 
application.” 

With this thought Mr. Haas went to it 
on a cold canvass basis. While he had 
introductions from some friends he has 
avoided selling insurance to near ac- 
quaintances. One of his favorite sales 
talks is something like this: 

“Mr. Jones, if your firm should ask 
vou to take a long trip of say a year 
or a vear and a half what would be your 
first thought? You would at once think 
of your family. How would they be 
provided for during your absence? You 
would put this up to your firm at once. 
You would say, ‘I cannot leave my fam- 
ily for that long a time. Somebody must 
leok out for them.’ 

“But suppose your fi 
vou, ‘That is all right 
your pay check is deposited to your 
wife’s account on the ist and 15th of 
every month so that you need have no 
worrv regarding vour family’s finances. 

Chey will get their money right along.’ 
You would feel a whole lot better about 
it, and in view of the fact that you are 
enthusiastic for the concern by which 
you are employed you would be willing 
to go anywhere under these conditions 


see 


rm would say to 
We will see that 


+ * . 


“But how about that trip that you 
re bound to take some day and from 
will never return? Who is 


which you 


Many Resnls Made to 
Illinois Life for Its 
Coolidge-Dawes Picture 


HE Illinois Life is receiving many 

requests for the picture of President 
Coolidge and Gen. Charles G. Dawes, 
gotten out at the time of the corner 
stone laying ceremonies of its home of- 
fice building in Chicago. At the agency 
meeting in Decatur, Ill, last week, Man- 
ager E. H. Faster had the picture prom- 
inently displayed. In referring to it he 
stated it represented “the Illinois Life 
candidates for president and vice-presi- 
dent of the United States”. He said 
that General Agent W. B. Davis of the | 
southwestern department at Kansas | 
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advantage 


standard policy forms, home 
office co-operation and the 


influence of 


ers in both States. 


Five thousand leads received last 


month from 


Chicago National Underwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. 


i Life Insurance Com- 


£3 ducements for live 
agents in Illinois and Indiana, 


hicago National 


has special in- 


ous contracts, 


1200 stockhold- 


our stockholders. 


Chicago, II. 








City, Agency Manager T. J. Henderson 


of Michigan, General Agent E. C. Whart 
of Vincennes, Ind., and District Mana- 
ger Arthur R. Amy of the corn belt 
district, all of whom spoke from the 


same platform as the two distinguished 
gentlemen, might be considered as good 
timber for cabinet positions. At the 
time the cornerstone was laid, Presi- 
dent Coolidge was vice-president of the 
United States, and General Dawes had 
recently retired as first chairman of the 





budget. He is an Illinois Life policy- 
holder. 
At the Decatur meeting there were 


25 members of the agency present. Mr 
Wharf was on from Vincennes, Ind., 
and E, J. Hutchinson went over from | 
Champaign, Ill. The home office was 
represented by President R. W. Stevens 
and his son, James W. Stevens, Jr. 





si heck tor vour 
never ] 


going to provide a pay 
family then? You can 
this trip is going to start and you know 
it is bound to come some day 


tell when 


“The only way that you can ad 
quately provide for such a situation is 
through life insurance which will re 
place to some extent your pay checl 
when you pass on.” 

While Mr. Haas has been in the lift 
insurance business for only a few wecks 


he has had 12 vears banking experience 
and 10 vears as a salesman of advertis 
ing. He has sold newspaper and maga 
zine adyertising and many other kinds 
He knows a good many fundamentals 
of salesmanship and by applying thes« 


hard work and 


to life insurance, plus 

his sunervisor’s idea of getting results 
every dav, he has written as much busi 
ness as many agents write in an entire 
vear 





USELESS EXPENSE 


Agent—But, mum, it’s a shame to let 


your husband's life insurance lapse. 
Woman (over washtub)—I'll not pay 

another cent. I’ve paid regular for 

eight years an’ I’ve had no luck yet. 


Beacon. 

















Travelers’ 








The latest in approved policy forms. 
Disability Annuity Benefits with first payment 


IMMEDIATE. 


Waiver of Premiums without extra charge. 


Double Accidental Death Benefits. 


Sub-standard risks 


as those on standard lives thus insuring to the agent 


a maximum of service. 


Advantageous agency 
ability and integrity. 
not essential. 


CLARENCE E. LINZ 


Vice-President and Treasurer, in Charge of Agents 


PHILIP N. THEVENET 
Vice-President and Secretary 


DALLAS, TEXAS 


Southland Life 


Insurance Co. 


HARRY L. SEAY, President 


Insurance In Force 


$80,000,000 


Admitted Assets 


$8,700,000 


are handled as expeditiously 


contracts open to men of 
Previous insurance experience 


PAUL V. MONTGOMERY 
Viee-President and Actuary 
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More Than 
a Square Deal 


There is a Spirit of Generosity in THE 
CLEVELAND LIFE. There is the full 
knowledge that the men in the field are regu- 
lar fellows—real human beings, subject to 
all human emotions and frailties, and the 
spirit of generosity prevails in all transac- 
tions between Home Office and Field Force. 


Agency openings in Ohio, Pennsylvania, 
West Virginia, Kentucky, Illinois, Indiana 
and Michigan, present opportunities for men 
who are working for success, to succeed in a 
bigger way. Write to us. In all matters 
you will get more than a square deal. 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 








A Policy You Can Sell 


A $5,000 Policy In THE UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


PAYS 


from certain SPECIFIED 
ACCIDENTS. 


$50 PER WEEK, direct 
to the insured, in case of 
total disability as a result 
of accidental injury, for 
a period not to exceed 52 
weeks; and after that $25 
PER WEEK throughout 
the period of disability. 


$5,000, the face of the 
policy in case of death 
from any cause. 


$10,000, or DOUBLE 
the face of the policy, in 
case of death from any 


ACCIDENT. 


$15,000, or THREE 
TIMES the face of the 


policy in case of death 


A Sound, Conservative 
New England Institution 


United Life and Accident Insurance 
Company 


Home Office, United Life Bldg. 
Concord, N. H. 
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DISABILITY CLAUSE 
RECEIVES ATTENTION 


Company Officials Are Giving 
Much Thought to Results 
That May Follow 


VIEWS OF AUTHORITIES 


General Belief Is Careful Selection 
Should Be Made When It Comes 
to Underwriting 


One of the most important subjects 
before life insurance men today is the 
total and permanent disability clause. 
There has been much comment on the 
development of this clause and its in- 
corporation in the life insurance policy. 
Some companies have questioned the 
liberality of some of these clauses feel- 
ing that competition has entered in this 
feature and may lead to a danger point. 
Some have felt that sufficient reserves 


have not been laid aside for future pay- 
ment and still others feel that the inter- 
pretation of the clause and the settle- 
ment of claims have lacked uniformity 
leading in some cases to unfortunate 
precedents. THE NATIONAL UNDERWRITER 
questioned some of the authorities on 
the subject and presents the following 
replies: 
i. 2 

Philip Burnet, President, Continental 
Life of Delaware—Of course it is pos- 
sible that competition may lead the life 
companies to become unduly liberal in 
the settlement of claims under the dis- 
ability clause, but as a practical matter 
it seems to me that there is little seri- 
ous danger in that respect. One definite 
check upon any undue liberality is the 
premium rate charged for the benefit. 
Any reckless approval of claims would 
quickly render the rate insufficient, such 
companies would be obliged in self-de- 
fense materially to increase the rate on 
new issues, and any undue increase in 
rate would put such companies at a 
serious disadvantage in competition for 
business. In a word, then, it seems to 
me that the forces of competition in the 
two opposite directions of liberality in 
settling claims, and in the rate of 
premium charged for the benefit, will 
tend to establish an equilibrium which 
ought to keep the keel fairly even. 

* x 7 


Henry Moir, President, United States 
Life [ think there is a_ consider- 
able danger in carrying this benefit too 
far, especially in the possibility that an 
applicant with a tendency to some dis- 
ease which might result in total disabil- 
ity may effect insurance out of propor- 
tion to his income, so that it may be- 
come profitable for him to be totally dis- 
abled. This can be done by effecting 
two or three policies with different com- 
panies, and indeed in many instances by 
effecting one policy only; as, for ex- 
ample, in the case of a young man whose 
normal earning capacity is $3,000 per 
annum but who may effect insurance 
for $25,000 which would entitle him to 
$250 per month for life during total dis- 
ability. With reference to the other 
question you raise—as to the companies 
being too liberal in recognizing disabil- 
ity claims, you will find my views ex- 
pressed in the discussion which took 
place last year at the American Life 
Convention. In this direction, as in 
many others, I believe in the general 
policy of moderation. We have to be 
liberal—but not too liberal. 

* * * 


John F. Roche, Vice-President, Man- 
hattan Life—I think competition will 
not bring about over liberality as to the 
benefits of this clause. The clause is 
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new, as far as the life companies are 
concerned, and it will, therefore, take 
them some time to determine the cost 
of the benefits provided by the clause. 
It is in its experimental stage at the 
present time, but I think there is no 
danger of the companies becoming more 
liberal than the premium charged there- 
for would justify. With respect to the 
Manhattan Life, I can say that our ex- 
perience with the total and permanent 
disability clause, and also our experience 
with the double indemnity clause, has 
so far been satisfactory, and our losses 
have been well within the premiums 
charged. In fact, from the very’begin- 
ning, we have annually shown a slight 
profit from both these sources. Not- 
withstanding the keen competition that 
has ever prevailed, the old line life com- 
panies have constantly charged an ade- 
quate rate for their life and endowment 
business, and I believe, therefore, that 
these same companies will finally charge 
such rate for the total and permanent 
disability clause, and for the double in- 
demnity clause, as experience will prove 


adequate 
* * = 


Views of an Actuary 


One actuary says that he has studied 
the clause very carefully. He calls to 
mind that the Fidelity Mutual Life was 
the first regular company to incorporate 
the disability clause in a regular life pol- 
icy. That company has been writing 
some form of disability in connection 
with its life policies since 1896. How- 
ever, the clause has not come into popu- 
lar use until the last few years. He 
states that during the last two or three 
years particularly there has been a 
strong tendency to construe disability 
clauses as providing for temporary to- 
tal disability as well as presumably per- 
manent disability. He declares that 
such tendency is having a material ef- 
fect upon the acceptance of proof of 
claim. This actuary takes the position 
that this tendency has gone about as far 
as is justified on present premium rates 
for the disability provision. He thinks 
that there is an urgent necessity at this 
time that all companies shall be very 
careful in the selection of risks to whom 
the disability provisions are allowed to 
work an offset to the tendencies noticed. 
He says that he sees no other way at 
present for counteracting these tenden- 
cies except through a reasonable and 
proper intensification of selection. He 
states that his office is giving that field 
very careful attention and feels that in- 
surance company executives generally 
should follow a similar course. 

* 


P. H. Evans, Actuary Northwestern 
Mutual.—I{ a man dependent upon his 
labor for his income be afflicted with 
sickness, or is hurt, so that he cannot 
jabor; or if by reason of illness or 
injury he is subjected to unusual ex- 


pense, then he is the victim of an ad- 
verse chance, against which he ought 
to be able, in a highly developed civil- 
ization, to secure insurance. But I 


think it was not with the motive of 
supplyi ng this protection that life com- 
panies began to grant disability and, 
later, accident benefits. 

The larger companies adopted them 
1910-1916. From 1913 to 1916 they ex- 
tended the benefit to provide for pay- 
ment of the policy in installments. From 
1916 to 1920 they adopted the present 
disability annuity feature. These devel- 
opments were apparently a consequence 


of the general ador tion prior to 1912 of 
some form of disability benefit by a 
majority of the large number of small 
companies that came into existence 
after 1905 with limited experience but 
plenty of courage About 1915 the 
large companies iecieas to add the 


first for travel 
accidental 


1itv feature, 
later for all 


double indemr 

accidents and 

deaths. 
Limitation Not Maintained 


The routine of disability insurance 
appears to depend upon the meanings 
given in practice to four words: “total,” 
“nartial,” “permanent” and cmon” 


The life insurance companies have gen- 
erally attempted to confine their cover- 
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age to “total permanent” disability, 

ving the other three classifications to 
health and accident companies. This 
limitation has not, however, been main- 
ained in the struggle for competitive 
The earlier disability an- 
nuity benefits were drawn to begin a 
year after proof; later this was reduced 
to six months. At the present time the 
benefit is promised immediately with a 
further provision that regardless of the 


cause, continuous total disability for 
three months shall establish the pre- 
sumption of permanency. In combi- 
nation with double accident indemnity 
this is evidently non-cancellable sick- 
ness and accident insurance (total ¢is- 


ability) with a three months elimina- 
tion and includes temporary disabilities 
of over three months’ duration, a very 
different thing from the original “total 
and presumably permanent” disabilitv. 


Not Complete Coverage 


At the same time it is very far from 
being complete coverage as shown by 
the experience of commercial health and 
accident experience with 52 weeks in- 
demnity where a two weeks’ waiting 
period eliminates 50 percent; 4 wecks, 
70 percent and 13 weeks, 90 percent ot 
the year’s losses. Evidence that the 
life companies have been unable to de- 
fine the word “permanent” lies in the 
fact that in 2,467 disability cases re- 
ported by various companies there were 
399 recoveries or 16 percent. Thus in 
one case out of six the companies failed 


to exclude temporary disability. Fail- 
ure to forecast the duration of disabil- 
ity is not an argument against disabil- 
ity benefits but it does suggest that 


pending the accumulation of sufficient 
homogeneous data the rates charged 
shoule be very conservative as was the 
case in the infancy of commercial acci- 


dent insurance, and also in life insur- 
ance as illustrated by the case oi the 
old Equitable of London. The evident 
inability to define “permanent” also 


suggests that this vague and uncertain 
contingency is in conflict with the the- 
ory of mutual life insurance unless 
every member is a member for both 
the life and disability benefits. 
Mutuality is Violated 


Violations of mutuality are inevitable 
in the settlement of claims. Some date 
benefits back to time of disability, some 
only in insanity cases and tuberculosis. 
But as all life ends in death why is not 
the last illness, regardless of its na- 
ture, a permanent disability? Even after 
disability insurance has been to some 
extent standardized, success in practice 
will require long observation, analysis 
and the creation of a workable code of 


home office rules subject to continual 
revision as conditions change. But 
you cannot change your rates under 


non-cancellable existing contracts. The 
committee on statistics of the Bureau of 
P. A. & H. Underwriters recently rec- 
ommended premiums based on an ad- 
justment Of the Manchester Unity ex- 
perience but said with reference to non- 
cancellable disability benefits that “the 


probable future of the business is too 
uncertain to justify other than a con- 
servative underwriting program.” 


In dealing with a vaguely defined 
contingency such as disability, which is 
to a large extent a state of mind and 
dependent on the edicts of “the invis- 
ible empire” that lies behind the eyes, 
the privilege of cancellation would seem 
to be essential to the construction of 
satisfactory rates. How can accurate 
rates be computed for a centingency 
that at a certain time of life or under 
many common enough circumstances 
will exist or not exist according to the 
will of the insured alone? How many 
impaired but not necessarily disabled 
persons will, as the limiting age ap- 
proaches, decide that they are then to- 
tally and permanently disabled under 
their contracts, to whom the idea of dis- 
ability would not otherwise occur? 
How should such subjective disabilities 
he determined? 

In more direct answer to vour ques- 
tions I would say that I think it im- 
possible to do this kind of insurance 


LIFE 


written contract and that a mutual life 
insurance company has no right to go 
beyond its contract. I believe that the 
life companies will be forced by field 
influence to go beyond their existing 
rates in extending benefits and passing 
on claims and that the disability and 
double indemnity contracts now in 
force will in the aggregate be per- 
formed at a loss. I think the adjust- 
ment of claims will not have an ad- 
verse effect on agency work because the 
strong life companies will stand a 
money loss rather than modiiy an over 
liberal practice in passing on claims. 


Life Insurance Epigrams 


By Alfred Holzman 


. | 


LFRED HOLZMAN, 
Equitable Life of 
has coined 
They are: 
death 


man- 
New 


some 


agency 
aad ager of the 
York in Chicago, 
graphic epigrams. 

Life insurance—not 
If you live to age 65, you 
the money just as badly as your tamily 
would need it had you died at 45. Most 
people do not die young. If they did 
life insurance companies could not exist. 
I don't believe in die-to-win insurance. 
lf we insure 1,000 men at age 35 to- 
day, we know in advance that in 30 
vears 700 will still be living. At age 35 
you have seven chances out of 10 that 
you will still be living in 30 years and 
only three chances out of 100 that you 
will have a dime at 65 and only one 
chance in 10,000 that you will have a 


insurance 
will need 


penny at age 70 

One of two things is going to happen 
to you between now and age 65. You 
will either be dead or alive. In either 
case, we will have to pay the face of the 
policy 

You would not buy a set of books on 


the installment plan where you had to 
pay as long as you live. Why buy the 
best property you will ever own—a life 
insurance policy, on any such foolish 
arrangement? 

Only very few 
company by dying 
live long enough to regret 
win insurance. 

Die-to-win 
Live-to-win 
most legitimate 
have. 

An ordinary life 
form of insurance 
the faintest idea how 
rherefore, how foolish it is to 
it is the cheapest. 

Talk less figures and more 


beat the life insurance 
Most people 
their die-to- 


soon, 


expense. 
best and 
you can 


insurance is an 
insurance is the 
investment 


policy is the only 
where you haven't 
much it will cost 
think that 


about life 


You don’t buy the cheapest food, 
clothing, shelter, etc. Why should you 
want to buy the cheapest insurance’ 


What looks like cheap insurance is 
never cheap in the end It is the end 
that counts. 

You don’t need life insurance until 
you are dead. If you live to age 53 you 
haven't needed your insurance, but by 
paying a few years longer you will get 
the money at age 62 and you will need 
the money. 

Old people with money live longer. 


This policy will add years to your life 

How much would you pay me if I 
could guarantee vou five vears longer 
life? 

The poorhouses are 
people who could do better 
money. 

Imagine you were 65 years old now 
Would you rather have a paid-up policy 
or an endowment, or would you prefer 
to continue your premium payments? 


with 
their 


crowded 
with 


July “Klitgaard Month” 


The Continental Life of St. Louis has 
designated July as “Klitgaard Month” 
in honor of J. Klitgaard, general 
agent for the pt R. at San Francisco, 
and first vice-president of the Clic Club. 
July is the last month of the club year, 
and the final opportunity for the agents 
to share in the Clic Club convention to 
be held in Denver, Colo., in August, so 
a record volume of business is antici- 


INSURANCE 


EDITION 2 





Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 
een a > Legal Reserve 
.$16,666,178.00 
Surplus . $1,427 ,367.00 
Insurance in Force............. $173,309, 166.00 
The COMPANY has $109.37 of assets for each $100 
of liabilities 
Rate of Interest Earned, 1923.......... . 6.20% 
Mortality, 1923....... isan weaeeeaeene wee 


Liberal direct agency contracts available in Pennsylvania, 
Virginia, Southern Indiana, Southern Ohio, and Kentucky to 
men of ability and record of successful results in personal pro- 
duction and organization. 











THE MUTUAL LIFE 


The Mutual Life Insurance Company o. New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 

Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














Insurance Record, 1923 


New Insurance .. . $ 96,148,025 
Insurance in Force . . 719,421,634 


Increase of $58,623,876 which is 61% 


of the New Business 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 























within the limits of any conceivable 


pated. 


We have openings in Ala., Ark., y Dalen D. C., Fla., Ga., Ill., Ia., Kans., Md., Mich., 


Minn., N. M., N. C., Okla., 8. D., 'W. Va. and Wyo 
fuer Agents Have 
A Wider Field 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the. Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 
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100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 





We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 
We take the “Blue Sunday” out of the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 


tell-you how. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO IQWA 
I. G. LONDERGAN E. E. BROWN 
Viee Pres. & Gen’| Mgr. Agency Supervisor 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE 


]ateeae LATEST POLICIES AND AGENCY CONTRACT Ba'USU HE: 





Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 











SERVICE TO SALESMEN 


Advertising plan which 
is available absolutely 
free. No charge for 
prospect leads. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 


GEO. KUHNS, President 

















EDW. G. SOURBIER CHAS. W, FOLZ 







President Secretary 
Age of this Life ~ gee 
Sees tineg — in force 

Institution Indusval Pn me ll 










Ye) 
14 Years! ae 


LIFE INSURANCE 
MOME OFF 


$74,000,000 


WHY? 


PUBLIC SAVINGS INSURANCE CoO. 


Public Savings Building : : : : Indianapolis, Indiana 
PROTECTION FROM AGE 1 DAY TO 65 YEARS 











UNDERWRIT ER 


SAF! ETY WORKERS MET 


—_——_— 


TRAFFIC CONFERENCE 


U. &. 
First Session of Insurance Committee 
Showed All Branches of Business 
Interested 





WASHINGTON, July 1.—Appoint- 
ment of subcommittees to study various 
phases of the traffic situation and report 
their findings at the next meeting, on 
Aug. 29, was decided upon last week 
at a meeting of the insurance committee 
of the highway safety conference at the 
Department of Commerce. Prof. S. S. 
Huebner of the University of Pennsyl- 
vania presided. The conference was 
opened by a detailed statement of the 
work performed by the other commit- 
tees, presented by Col. A. B. Barber of 
the United States Chamber of Com- 
merce, and the committee then held a 
round-table discussion of the situation 
with a view to mapping out its program. 


Show Life Men Interested 


It was brought out during the discus- 
sion that life insurance companies are 
interested in reducing accident mortali- 
ties, and that automobile accident deaths 
range from 2.8 to 11 percent of the total 
losses, such payments running from 
$300,600 to more than $1,000,000 per 
company. The payment of insurance, it 
was declared, is but an “apology,” and 
the principal work should be, not to 
see that automobiles carried adequate 
insurance, but to prevent accidents. 

The accident rate, it was pointed out, 
is reflected in the premium rates charged 


ior insurance, and an incidental effect 
of accident prevention will be the low- 
ering of such rates. This factor, how- 
ever, will not be brought before the 
public as a reason for prevention, since 
it was felt that “cheap insurance” might 


place a premium on carelessness rather 
than caution. 


Many Figures Available 


Methods of securing data as to num- 
ber, location, cause and effect of acci- 
dents were discussed, and it was brought 
out that the various insurance companies 
for some years have been keeping sta- 
tistical records of these accidents. These 
Statistics are used for educational work, 
the casualty companies having very 
complete records. An analysis of these 
statistics was recommended to ascertain 
the line of work which the committee 
could follow with the best results. Pay- 
ment of the policies, it was declared, 
does not enter into a consideration of 
the question, but the data as to cause 
and effect would be of value. 

Pointing out that fire companies sur- 


vey a risk before issuing a policy, mem- 
bers of the committee declared that it 
might be good practice for the com- 


panies to make a similar survey of auto- 


mobile or truck and some test of the 
driver before issuing automobile insur- 
ance. 


Need Uniform Laws 
One big difficulty in any work which 
the conference will undertake lies in the 
lack of uniformity of traffic regulations. 
Offending motorists give as an excuse 
for accidents the fact that they were not 


familiar with the regulations of the 
community in which the accident hap- 
pened. If the conference could bring 
about the establishment of uniformity 
throughout the country in motor regu- 
lations and their administration, it was 
declared, traffic accident diminution 


would immediately result. 

A study of the various traffic and au- 
tomobile laws and also le gislation which 
failed of enactment in the various states 
was suggested by members of the com- 
mittee. This naturally brought about a 
discussion of compulsory insurance and 
the advisability of including a study of 
such laws in the proposed survey. It 
was declared, however, that a study of 
the laws would not be complete unless 
the compulsory insurance laws also were 
included, and it was also pointed out 





that a study of the latter might develop 
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some interesting data on the compulsory 
question as a whole. 


Danger in Compulsory Insurance 


The criminal and the joy-rider are re- 
sponsible for many accidents, it was 
brought out. The criminal more and 
more is turning to the use of automo- 
biles for get-away purposes; usually the 
machine used is a high-speed car stolen 
for the purpose and later abandoned. 

It was also brought out that the aver- 
age joy-rider is a young boy and that 
a plea of sympathy usually worked 
on the jury, so that the majority of joy- 
riders get off with light or suspended 
sentences. A tightening up of the courts 
in this respect is necessary, it was said. 
The losses to casualty companies from 
automobile thefts directly parallel their 
losses for collisions, it was declared. 

The driver of an automobile should 
be held responsible for anything he does, 
but should not be given a sense of false 


is 


security by the holding of automobile 
insurance. The committee was warned 
by members that this would result if 
owners or drivers were compelled to 
carry insurance, and, also, that compul- 
sory insurance would eventually lead to 
government or state insurance. 


Pedestrian at Fault 


Some regulation of pedestrians might 
also be advisable, it was declared by 
members who asserted their amazement 
at the way pedestrians in Washington 
totally ignored traffic signals. In many 
cities the traffic officer controls pedes- 
trians as well as vehicles, but in Wash- 
ington, it was declared, and in other 
cities as well, there is a total disregard 
of not only traffic rules but the dictates 
of common sense. 


Insurance Men Present 
Prof. S. 


H. 


Among those present were: 
S. Huebner; Col. A. B. Barber; A. 


Allen, insurance manager, International 
Harvester Co.; Frank W. Baer, presi- 
dent, International Association Fire 
Fighters; William BroSmith, Travelers; 
F. Highlands Burns, ———, Mary- 
land Casualty Company; E. Burgess, 
vice-president, Edward Hines Lum- 
ber Co., Chicago; J. F. Haviland, Lum- 
berman’s Mutual, Chicago; J. M. Eaton, 
National Association Automotive Mu- 
tual Insurance Companies, New York; 
Samuel Ludlow, Jr., vice-president, First 
Reinsurance, Hartford: James L. Mad- 
den, superintendent, and F. L. Clark, 
insurance department, United States 
Chamber of Commerce; William P. 
Young, National Automobile Under- 


H. 


ot 


writers Conference, New York, and 
E. Stellwagen, National Bureau 
Casualty & Surety Underwriters 


CLAIMS OF LONG DURATION 


Companies Writing Health Insurance 
Find That Malingering Is Noticed 
During Recent Months 


Many accident and health companies 
report that claims are hanging on un- 
usually long this year. Several reasons 
are given for this, the two most impor- 
tant being the late spring and the rather 
slack industrial conditions. It is a well 
known fact that when employment 
hard to obtain, claims will probably run 
high, and last unusually long. Compa- 
nies recognize that many of their claims 
are made by people who are in need of 
money rather than by those who are 
actually incapacitated by sickness. 
Deaths 


1s 


Many Pneumonia 


The unusually late spring, of course 
does account for many legitimate claims 
Some people are taking advantage of 
bad colds, but it must be recognized 
that there are a good many cases ot 
influenza, and not a few deaths from 
pneumonia. One large company in par- 
ticular reports that death claims from 
pneumonia in industrial insurance are 
very numerous. It is generally believed, 
however, that no influenza epidemic is 
in progress now, although some medical 
authorities are predicting one in the very 
near future. 
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f S lli “Wh M O h | when buying life insurance. He relies | monthly with the payment his wife 
Va ue Oo e Ing at a an ug t | on you. He banks on you. He counts | would receive monthly. Force him into 
on you. Failure to sell a man his sec-| seeing how little he is saving for life 
to Buy,” Oo S ing oung en, |} ond policy, if you sold him his first, | insurance by picturing the monthly, the 
| shows you are slipping in the greatest | weekly and in many cases, the daily 

and of ( losely Following | hem [ Ip | business in the world. Check yourself | premiums. 
| up. Find out what you did that was | For insurance that insures, protec- 
Ry MILTON L. WOODWARD | Wrong. You have erred somewhere. | tion that protects, the monthly income 
mentimeeteen Tate Chin, teens Personally, | think there is almost as | settlement is the best, whether the pol- 
much danger in having too many pol- icy is large or small. There is no 
: icyholders as too few. If, in taking on | stronge , e vat aes 

NE evening, two or three months | loved that his leaving caused many 4 | — : seen g pe ting te ies ae _ ~ nger guarantee against lapses or 
O 220 I was stunned at being told pause and wonder. When his friends | "*™ ‘at at oo SACTINCNG ohn er-| the scattering of one’s purchases here, 
a ¥ tan had sud- and family learned his estate had been | ests of old, look out, for trouble 1ts/| there and everywhere, than the accept 

a young acquaintance hi : ‘ : : : . | ahead. I would rather lose three sales | an i ll th I : ructi 
nly passed on. I hastened to a ‘phone | built and conserved in the satest, quick- grr thes | ance of a well thought out, constructive 
~ ‘ing some mistake had been made, est, easiest and only way,—where it |} fail i yor a aie written than to] program, either in its entirety, or in 
| 1D Ss c . ’ ° . ° 7 e -? . « < y Pt < » > Ps - , " ~ ) *« . . > ‘Tt > 
- cay learned the rumor was true. would function until the last child died, | only ome F — application | Part, as one's income will warrant. The 
Knowing members of the immediate | they had to acknowledge his death had “ S& CHERE OF SRC. bm ome, way - age -man't og 
} g hl , ; ; . ; — |} Keenly alive im hi olcies Is ft ave 
and connecting family quite well, 1 nat- some compensations 1 his short life | Pyture Is Not Often ane dar dedamnel Shoe Ghats oe _— 
urally offered my services as a life in- would stand out as a guide to sate| Sufficiently Considered cmenen eum tn wheel - I he 
surance man. Next day a sister of the planning for others to follow. ai — ; ance can be visualized after he 
‘ . > to of-| yz; Every life insurance salesman is fa- | a8 gone. By having one to pay off 
unfortunate young man came to my Life Insurance for Young es 7 ‘fe” | this obligation, anothe cancel tl 
ice with life insurance policies totaling Men Is Most Essential | miliar with the “March Through Life gation, another to cancel the 
$55,000, all in one company and all os ; | chart, showing the experience of 100 “ee on the home, another to Give 
written by the same man. One con- The potential financial value of a men starting out at age 65. We are all| “4@tTy 4 tage — monthly life in- 
tract was for $30,000, issued December, young man’s life is priceless. His death | amazed that of those reaching age 65, | COMe; Wille another ts to give the boy 
1922. annual basis: another was for | at an early date is a crime. Man is but| 97 percent are either dependent on er cash legacies at ages when cap- 
mms a < « , € a . . . . < ) e . 
$15,000, issued January, 1923, premiums 4 money-cnakding machine,—the senior | work, relatives, friends or charity for | 't4! should be needed for a business 
‘avable twice a year, and one was for | member of a family partnership, whose | a living. There are many young men | f4fecr, @ man can be happy in looking 
y n.eee, taken out in March, 1923, on | life is a live asset to the other members | in this gathering. How many of you far into the future and seeing the final 
the pele plan. My one thought, | of the household. His duty is to live | have wondered how the people you gr noe my of plans he originated and 
immediately expressed, was how splen- | for a long time, to be on a mad dash, | sell life insurance to today will regard us fondest hopes bearing fruit. Should 


did it was that such substantial prog- 
ress had been made in building his in- 
surance estate. I looked for premium 
receipts, but found none. Grabbing a 
‘phone to learn the present status ol 
the policies, I was shocked when in- 
formed that the policy for $30,000 had 
been dropped at the end of a year, the 
$15,000 after six months, and the one 
for $10,000 had been carried only three 
months. 


Continuous Service Averts 

Many Life Tragedies 
has anything 
ser- 


Never, in twelve years, 
forced me to see what continuous 
vice might have meant as did this trag- 
edy. We will never know whether 
the proper appreciation of what life in- 
surance and does was Clearly pic- 
tured, or whether some salesman failed 
to re-establish a man’s confidence in his 


is 


own policies by service calls he probably 
never made. I do know, however, that 
the house was quickly closed and five 


dependent lives,—a young wife and four 
little girls—are now with an aunt in a 


distant small town. Try to imagine 
such a catastrophe: $55,000 scrapped 
within one year,—picture any real un- 


derwriter allowing a man to have $55,- 
000 at the beginning of the year and 
not even $1,000 at the end. Something 
went wrong,—either inability to pay or 
inattention to business, but when the 
end came there were automobiles, ex- 
pensive habits, and a dazed family ac- 
customed to living at the modern city 
clip, with nothing to carry on with. 


Cites Case of Value 
of Follow-up Work 


Five weeks ago a young man reached 


the end of life too soon. He was just 
30, carried life insurance—lots of it. He 
built his insurance estate gradually, buy- 


ing often. He applied ten different times. 
There were two $1,000 policies, a $3,000, 
a $5,000, and so forth, the largest being 
for $11,000. The total at risk was $65,- 
000. He deposited in premiums much 
more than most men with similar in- 
comes. He realized how hopeless it 
was to leave a sizeable estate other 
than by life insurance, if one died when 


young. His insurance purchases were 
carefully thought out. Each was bought 
with a single purpose in mind. All the 
policies were coordinated so as to in- 
sure the carrying out of certain plans, 
if he died, that he would have seen 
through had he lived. He made per- 


sonal sacrifices in carrying what he did, 
but often spoke of the comfort it gave 
him. He knew he would make good if 
he lived, he wanted to make good if 
he died. He was certain of success in 
either event He was universally 


so 





grinding out an income. Should death 
stop the wheels from going around early 
in the race, only life insurance, prop- 
erly written, could step in and relay his 
accomplishments on and on. 


That is why life insurance for young 
men is needed most, and needed a 
They, of all, can least afford to be 


you when you reach 65? Everything de- 
pends on what you do between now and 


then. You won't be so active at that 
time. You'll lack some of the pep you 
ought to have today. You can’t see so 
many people. But, if you are depend- 
able, truthful, faithful to your trust, and 


at all times willing and anxious to ren- 


Milton L. Woodward, prominent Detroit life underwriter and former 
president of the Detroit Association of Life Underwriters, gave this strong | 


message before the last meeting of the Cleveland association. 


Mr. Wood- 


ward is a producer who has made an enviable record, having achieved the 


coveted $1,000,000 each year for several years. 


He has also been an active 


association worker and while president of the Detroit body contributed much 
to the development of the business in his home clty. 


must make them take 
is peculiar in that 
They 


without it. We 
it. My experience 
I have specialized on young men. 
are harder to write than those older, 
who are more seriously inclined. Not 
only must the need be presented and 
made apparent, but they must be 
that a certain portion of their generally 


old with. Consequently, I 
young men. It is only nat 
ural if you educate John Smith when 
he is to want life insurance and buy 
it, that it ought to be infinitely easier 
to write him when he is 60, if the need 
is there. When you sell a man the 
first life insurance he buys, he has con- 
fidence in you, your company, or both 
That whv I know that if you write 
his first policy you should write the last 
and the several in between. 

That you may possibly receive some 
assistance from what my experience has 
been after operating largely in the field 
of the younger. coming men, let me sav 
that during about eleven and one-half 
years the records of one company show 
my personally written, issued and paid- 
for business was on 941 men: 109 were 
on men 25: 243 were on men between 
25 and 30; 323 were on men between 30 
and 35; 191 were on men between 35 
and 40: and 75 were on men over 40. 

I have enjoyed the life work, 
pecially since my efforts were 
sible for the majority of these men com- 
ing into life insurance for the first time 
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All business is based on confidence 
There is none in the world where this 
is more true than our own. An appli- | 


cant virtually puts himself in your hands 





shown | 
garding 


i small income should be used for buy- 
ing life insurance, rather than for pur- | 
chasing other things, the immediate 
possession of which they desire more 
Has Concentrated Efforts 

on Selling Young Men 

When I entered the business I was 
29. I wanted to do business with the | 


| be 


respon- | 


| small 


| age 


der disinterested services, you couldn't 
leave the business if you wanted to 
Give never ending attention to the 
other fellow and he won't forget you. 


here has been a new appraisal made 
our calling in recent years. The 
public becoming better informed re- 
life insurance, and with it has 
better understanding and a 
broader appreciation of the needs it 
serves. The layman no longer in 
different to the call of the well informed 
life insurance man, and, naturally, 
more careful to who will sell him 
Never has the time been so promising 
for the salesman who knows what he 
has to sell and shows what he knows 


Selling of Insurance 
to Fit Needs Has Grown 
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definite, 
but 


Writing insurance 
established needs 
surely replacing 


cover 

is gradually 
the old hit or miss 
kind canvass,—"“Why don't you buy 
another three. You only have two;” 
“Even up your line of 25 by adding an- 
other six” Call me in when in the 
market again.” People have been “fed- 
up” long enough on these and similar 
canned stereotyped approaches. Our 
mission, insurance engineers, to 
show what can be done, and only can 
done, through life insurance We 
must show a man that his chief ambi- 
tion in life—that of creating and leav- 
ing an estate,- contingent on many 
years of good health and business suc- 
cess; that a good big part of this es- 
tate can be guaranteed him today, and 
that he, while living, can administer his 
own estate; that he can make a will no 
one can ever break 

Never fail to talk monthly income, 
for the same man who will think how 
big $5,000 is cannot help seeing how 
$50 per month for 10 years is. 
When arranging insurance on the 
monthly income basis, contrast the aver- 
amount deposited in premiums 
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| question 


| day 


| selling strategy, 


he ever be tempted to drop a policy so 
written. the same picture would come 
back to him that he saw when buying. 
Remember the business that stays is the 
business that pays. 


Service Is Question 
Not Company or Size 


Getting client 


your to see that vou 
have the only way that his cherished 
wishes can be certain to be carried out, 


whether he lives or dies: selling him on 
this program and then helping him to 
guarantee it will carried out, the 
way more life insurance will be written 
in the future. Most of you men, I as- 
sume, are selling life insurance.in or 
Cleveland. Forget for a moment, 
it you will, that you are salesmen. Im- 
yourselves about to buy life in 
Whom would you go to? 
size of a company, or the 
company, or the amount 
certain individual dictate 
choice? No You would go to 
man who knew his business, whom 
could count on; the one you knew 
could not help wanting to do the right 
thing by you at the right time,—one 
who would be ever watchful for your 
every interest Your companies only 
give vou the tools with which to work. 
The contract you sell depends on your 
knowledge of the man’s needs and your 
ability to design a contract giving him 
the maximum coverage for the money 
he gives you So the all absorbing 
isn’t “What company will 
risk?”, but “What salesman 
my order?” Quality, not 
the longest. You should 
efforts by planning how 
sell your man, not how 
can sell him. 
many salesmen in our ranks 
the office most of the 
some new way that 
will revolutionize the method of selling 
life insurance; others are trying to con- 
coct a clever device and means of mak- 
ing the approach. They glorify them- 
selves when, by some A - way, they 
put something over. But the soundest 
that which the art 
every permanent, successful sales- 
is to know your business so well 
nothing will ever disturb or con- 
fuse you. Other forms of strategy are 
O. K. for certain occasions, but the 
strategy that wins day after day, week 
after week and month after month, is 
to know your contracts so well and to 
be so full of enthusiasm about them that 
you forget everything else and give ac- 
tual definite information with the assur- 
ance that naturally accompanies a thor- 
ough knowledge of the goods you sell, 
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ARE YOU AN AGENCY 
MANAGER 


A Life Insurance Company, 
with more than $80,000,000 insur- 
ance in force, and operating un- 
der the Illinois standard is look- 


ing for an Agency Manager. 


He 
and the ability to secure agents 
build 
agency. 


must have a clean record 


and up a high class 


and 
to 
an 


man big enough, 
ambition 


To the 
who 
do bigger and better things, 


possesses an 


attractive Agency Manager's 
Contract will be given. 
Address Agency Department. 
J-81 
Care The National Underwriter. 














Only high -type men and women can aude 
pr this company. 


Opea territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
rect with Company backed by real co- 
operation. 








Cuuwron Matonzy 
President 
A. Moszcey Horxins, Manager of Agencies 


Home Office Building 
ti N. BROAD ST.. PHILADELPHIA, PA. 


Jacxson Matonazy 
Vice-President 

















at SPRINGFIELD, Ituinois 


He is a man well above the major- 
ity in personal production, financial 
responsibility, and social position. 
He is capable of earning from $12,- 
000 to $25,000 per year, and is a 
good organizer of men. 

This is an unusual opportunity for 
him in this hustling, bustling city 
of Illinois; and we will help him 
develop it! 

Our company has over $125,000,000 
of insurance in force; our ratio of 
assets to liabilities is greater than 
that of any other large company in 
the same field; our policies have 
new selling features and settlement 
provisions not yet issued by any 
other company. 

We will give this man a contract 
direct with the home office, pro- 
viding for a liberal first year com- 
mission, a renewal commission, an 
office allowance, a collection fee 
and a business-development allow- 
ance. 

Perhaps YOU are the man we 
want! If so, write to us. Address, 
J-79, c/o National Underwriter. 
NOTE: We also have an unusu- 
ally attractive, special contract for 
good salesmen whose experience is 
limited. . 
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SELLING ENDOWMENTS 


Executive Outlines Situation As 
It Is and As It Should 
Be in the Field 





COVER ALL POLICY FORMS 


Explains That Even Ordinary Is Actu- 
ally Endowment at 96, Basis 
of All 


An executive who fa- 
vors the long term endowment as the 
form of insurance which meets the needs 
of most life insurance prospects said 
recently that the prejudice against en- 
dowment was due to two things: first, 
ignorance, and second, the custom of 
some companies of paying more liberal 
commissions for ordinary life. 

He said that the prejudice of mgnor- 
ance is due to the fact that a great many 
life insurance men have become accus- 
tomed to thinking of a short term en- 
dowment when the word endowment 
is used. The 15 year or 20 year en- 
dowmen comes to mind at once and it 
is hard for such a man to get the proper 
angle on endowment insurance. 


All Policies Are Endowments 


castern agency 


“Every life insurance policy,” he went 


“is an endowment policy to 


on to say, 
somé extent. Ordinary life is endow- 
ment at age 96. This is the point at 


which to begin to consider endowment 
insurance, not with the 5 year endow- 
ment. As one of the company bulletins 
said recently the explanation of endow- 
ment insurance by beginning with a 5 
year endowment and working up is like 
beginning to talk about the sale of shoes 
with the sale of a special model for peo- 
ple with club feet. It is a freak propo- 
sition and something that not sold 
every day. 

“The agent should begin at the other 
end, with the endowment at age 96 and 
work back to a policy which fits the 
needs ot the policyholder. 

“It must be remembered that life in- 
surance is not merely a means of pro- 
viding a fund at the death of the insured 
but its object is to provide a fund at 
the cessation of the earning power 
the insured. The earning power may be 
cut off by death or old age or total dis- 
ability. Each lite insurance policy 
should be designed to provide the proper 
sum at the occurrence at any of these 
contingencies. 

Begin With Old Age 
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“In figuring out the term of the en- 
dowment with which to fill the insur- 
ance need of the applicant, the old age 
factor of course the principal one. 
The question to be asked is: ‘At what 
time will it be best for this man to have 
his insurance mature?’ There are a 
number of things which must be con- 
sidered in answering this question. The 
age of dependents is important. The 
man whose children are 10 and 12 years 
old does not need as long a term as the 
man who will need protection for 20 
years longer. The age of the insured 
must be taken into account. A young 
man will naturally be written on a 
longer term policy than one at an older 
age. 

“In writing a long term endowment 
in preference to ordinary life insurance 
one point that must be remembered is 
that the average individual regards his 
life insurance in the light of its face 
value. If he cashes in the policy at any 
time for less than its face value he feels 
that he has had a loss. As the average 
business man is not an actuary, he is 
much better satisfied if he has an en- 
dowment that matures at age 65 or age 
70 whereby he can take down the face 
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of the policy than if he is carrying ord!- 
nary life which will give him only a 
surrender value at that time. The dii- 
ference in cost between ordinary life 
and the long term endowment for a 
young man is probably only the price of 
a cigar a day and with this additional 
premium he can make a great deal of 
difference in the amount to be paid to 
him on a certain date. 


“One of the big advantages of the 
endowment is that there is a certain 
sum guaranteed at a certain date. The 


policy is the equivalent of a sight draft 
on the company at the age stated. This 
is the point where the endowment has 
the advantage over the accelerative en- 
dowment and other forms of dividend 
deposits in connection with ordinary 
life. There is nothing guaranteed about 
these policies except that there will be 
no dividends paid. The date that such 
a policy matures not known and a 
man may find that he has to pay a pre- 
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mium two or three years longer than 
he had figured on. 
If an assured buys insurance with 


the idea of using the proceeds to enable 
him to retire at a certain date he should 
have a proposition which guarantees 
him that sum at the time expected. 

“No blanket rule can be established 
on the sale of endowment insurance 
One man will want to retire at age 60 
and another may want endowment at 
age 75. Surprising as it may seem, we 
sell a great many endowments for that 
age. 

Written by Best Educated Men 

“One thing you will notice about this 
long term endowment proposition 
that the well educated and thoughtful 
agent is the one that uses this most. I 
believe that if you will go into any 
town and become acquainted with the 
different life insurance men that you 
will find the best educated and most 
thoughtful- one is the man who. is writ- 
ing long term endowment. 

“Regarding the effect of commissions 
on the sale of ordinary life insurance, I 
believe that ever since the New York 
expense limitation law was passed there 
has been a tendency on the part of the 
companies to push ordinary life. The 
expense rating require ments of the law 
were such that it made the sale of ordi- 
nary life more favorable to the rapid 
expansion. This was not the design of 
the law at all but the advantage was 
auickly seem by some of the companies. 
Of course most of the companies oper- 
ating in New York are in such shape 
now that considerations of this char- 
acter are of little interest to them, but 
it is, nevertheless, an important factor 
in educating the agency forces to the 
sale of ordinary life.” 
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SELLING NEWSPAPER POLICY 


Great American Casualty of Chicago 
Stimulating This Business Through 
Various Wisconsin Publications 


The Great American Casualty of Chi- 
cago is now selling the so-called news- 
paper policy through a number of 
Wisconsin papers. This the only 
company that is selling such policies in 
Wiscensin. Other companies are sell- 
ing them in other states as is the Great 
American Casualty. However, the Wis- 
consin department has approved the 
policies of the Great American Casualty 
so that it is not a party to the contro- 
versy about accident and health provi- 
sions in that state. It gives a $500 
policy for $1 to any subscriber of the 
newspapers authorized to market these 
policies. It is an accidental death policy. 
This policy insures against accidental 
death for all accidents except aerial and 
submarine undertakings. 

The Great American Casualty expects 
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to write $500,000 accident and health 
premiums this year. 
Mathus With the United 
Kenilworth H. Mathus has become 


associated with the United Life & Acci- 
dent of Concord, N. H., as manager of 
its publicity department and supervisor 








July 3, 1924 
of the newly installed restoration bur- 
eau. He was formerly director of re- 


search and sales promotion for Daniel- 
son & Son, Providence, R. I., advertis- 
ing agency, and was also at one time 
with the Providence “Journal.” More 
recently he has been with the Penn Mu- 
tual Life. In addition to having charge 
of its publication work, Mr. Mathus 
will also concentrate his efforts on the 
conservation of business. 


National Life’s Mortality 


The National Life of Vermont reports 
that the percent of actual to expected 
mortality in the company for the first 
five months of 1924 was appreciably 
lower than for the same period last 
year. The standing for May was also 
more favorable than for the same month 
in 





20 years, the actual mortality rate 
of the company has averaged less than 
61 percent of the expected rate and for 
the past five years the average has been 
below 54 percent. 


Blackburn on the Go 


Thomas W. Blackburn, secretary of 
the American Life Convention, is in 
Philadelphia to attend the meeting of 


the American Bar Association, of which 
he is a member of the executive com- 
mittee. Mr. Blackburn will leave on 
July 15 for Los Angeles to represent 
the American Life Convention at the 
National Association of Life Under- 
writers meeting and will speak from the 
platform c carrying the greetings of his 
organization on Thursday morning of 
convention week. He will go to Seattle 
to attend the Insurance Commissioners 
Convention. 


Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Compan 
in good territory—men who can ra 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: 

ALBERT E. AWDE, Supt. of Agencies 


MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity — 
service. Our agents interview interested 
pects—people who have written the 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 
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HOME LIFE INSURANCE CO 
ETHELBERT IDE ‘Low, President 


The 64th Annual Report shows: 


Premiums received during the 
year 1923 


7,886,855 


Payments to Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc. 

Gmerense im Assets.....ccccce 

Actual Mortality 56% of the 

amount expected. 

Insurance in Force 

Admitted Assets 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat, Bank 
n 


Buildi 
CINCINNATI, OHIO 





CLEVELAND, OHIO 
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= | | BANKERS LIFE INSURANCE COMPANY 


charge | 
Mathus | 
on the | 


Home Office: Lincoln, Nebraska 








reports 
pected 
4~ Assets - - $23,700,000.00 
eciably 
a TWENTY PAYMENT LIFE POLICY 
month DEFERRED DIVIDEND 
y rate Oe, i. Say 7, SA TWENTY YEAR SETTLEMENT 
$ than Bankers Life Insurance Company, Matured in the 
a Ha Lincoln, Nebr. 
ae . Sis as OLD LINE BANKERS LIFE INSURANCE 
Gentlemen :—I am pleased to acknowledge receipt of your check for $5,124.20 COMPANY 
handed me by your Local Agent, Mr. W. D. Wrench, this being payment of f Li wt 
sp sail my Twenty Year Policy taken out just twenty years ago today. of Lincoln, Nebraska 
is in I have paid a total in premiums during the twenty years of $3,895.00. This 
ng ben is a very satisfactory settlement, besides the protection to my family during a 
pone twenty year’period. I am being paid $1,229.20 more money than I have paid Name of Insured........... Geo. L. Fisher 
re on in premiums. I can cheerfully recommend the Bankers Life Insurance Company. Residence Superior Nebr 
resent It offers protection to the entire family with a fine settlement at maturity. Aenoumt of Policy or. see $5 000 00 
the o . m eee . 
on, Thanking you and wishing you continued success, I am Total Premiums Paid 3.895 00 
tl ON ee . 
of his Very truly, 
a GEORGE L. FISHER. SETTLEMENT 
joners Total cash paid Mr. Fisher $5,124.20 and 





20 years insurance for nothing 


} If interested consult one of our agents or write 
Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Nebr. 


























ANNOUNCEMENT 


Mr. A. E. Sullivan has been appointed Superintendent of Agencies 
for Indiana. 











— | As soon as suitable arrangements can be made Mr. Sullivan will 
aay | open headquarters in Indianapolis. Location will be announced 
fe. | later. 
F | For the present Mr. Sullivan may be reached by addressing 
IIA 
- | A. E. Sullivan, 
| 130 N. Wells St. 
a | Room 304 Chicago, Illinois 
| Desirable Territory and Unusual Contracts Available 
: 
4 
' | 
. é 
: | . 


PEOPLE’S LIFE BUILDING 








Chicago, Illinois 
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Simple Truths 


The will to do the right thing; the deter- 
mination to carry it out. That is what 
companies are seeking in their igents. 


And the agents look to their company to 
spur them on in their efforts, to guide 
them, to help them over the rough places, 
and to maintain faith in them at all times. 


Central Life agents justify their com- 
pany’s faith in them. That they carry out 
New Home Office Building their work in a way that leaves no cause 
720 N. Michigan Ave. : ‘ 
Chicago for reproach is evidenced by the strong 
growth of the Central Life. They are 
community builders of the highest type, 


and we are proud of them indeed. 











Agency Openings in 
Illinois 


Minnesota 
We have excellent agency openings in 


lowa Illinois, Minnesota, Kansas, Iowa, South 
South Dakota Dakota, Texas, Missouri, Nebraska and 
Texas Michigan. 


Kansas 


Missouri 
Nebraska 
Michigan 


The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 








